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Nasense, “You, In- 
corporated”—that 
is, you and your family 
—are a growing busi. 
ness! You are their 
“president” and their 
capital. 
Will the“ firm” always 
be in good financial 
standing—even if it 
loses its “president”? 
Our new “tna Family 
Income Policy assures 
that it will. 


May we tell you bow? 


(YOUR NAME AND 
ADDRESS HERE) 


AETNA-IZE 


Perhaps you 
are too good 


to them NOW 


OUR inclination 
may be to give 
them everything they 
want—but suppose 
you were taken from 
them, would “WANT”: 
be spelt in capital 
letters ? 

Our new 4tna Family 
Income Policy is worthy 
of every family man’s 
consideration. 

May we tell you about it? 


(YOUR NAME AND 
ADDRESS HERE) 


AETNA-IZE 


@ 





















Linked 


to every Aitna-izer’s locality 


A National Advertising Campaign such as 
the Aitna Life is conducting this year 
through The Saturday Evening Post and 
The Literary Digest, is only as effective as 
its weakest link. The weakness generally 
is no direct, aggressive measure for con- 
verting the interest such advertising creates 
into actual sales. But no such weakness 
exists in the Aitna Life campaign. Every 
fEtna-izer throughout the country has at 
his disposal without cost a series of local 
newspaper advertisements, in mat form, 
linking up directly with the National ad- 
vertisements. These advertisements, like 
the samples reproduced here, are single 
column, 7 inch. They all carry the same 
conspicuous, identifying border. They pro- 
vide for the A&tna-izer’s own name and 
address. They bring public interest into 
direct contact with the man who is author- 
ized to convert possibilities into actualities. 
They provide a strong, effective final link. 
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AEtna Life 


The tna Life’s New Home 


Insurance Company 
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They couldn’t do 
without you. But 
if they had to..? 






OULD there be 
’ asteadyincome 
to maintain the stand. 
ard of living you have 
established for them? 
Would their school- 
ing go on without 
interruption ? 
Your answer can 
easily be “yes” with 
ftna’s new Family 
Income Policy. 
May we tell you more 
° about it? 















(YOUR NAME AND 
ADDRESS HERE) 


AITNA-IZE 








To a father 
who has bought 
an easy chair 









UPPOSE that chair 

should suddenly 
become just a memo. 
ry of a devoted daddy? 
Would your family 
be able to carry on as 
you would want them 
to? Our new Aina 
Family Income Policy 
assures that they will! 
It will fit your bud- 
get, too. 










May we tell you more 
about it? 







(YOUR NAME AND 
ADDRESS HERE) 


AETNA-IZE 


@ 
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Not Just ““Good”’ 
or Very Good’ 
But ““Excellent’ 


The Alfred M. Best Company, New 
York, rates the Midland Mutual 
Life Insurance Company as an “Ex- 
cellent’ Company. A careful study 
of our record will tell you why. 


General Agency opportunities in the 
following states: 


Indiana, Illinois, Michigan, Penn- 
sylvania, New Jersey, Virginia, 
West Virginia, North Carolina, 
Kentucky, Iowa and California. 


Address the Agency Department 


THE 
MIDLAND MUTUAL 


LIFE INSURANCE 
COMPANY ~— : 
Columbus - Ohio 


“Its Performances Exceed lis Promises” 


Assets, $20,000,000 
Insurance in Force, $112,000,000 
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For Life! 


Those “two little words” sound like a sentence 
. but . . . as applied to B. M. A. income poli- 
cies, they represent a promise to pay an income as 
long as the policyholder lives and remains totally dis- 


abled . . . either as result of sickness or accident. 


This complete Accident and Health contract, 
combined with any form of B. M. A. old line life 


policy protects the B. M. A. policyholder. 
“Always in All-Ways’”’ 


(No wonder the B. M. A. has excelled all 
other old line stock companies of similar age) 
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On the Union Station Plaza 


BUSINESS MEN'S 
ASSURANCE COMPANY 


KANSAS CITY, MO. 


W. T. GRANT, President 


More Than $23,000,000.00 in Benefits Paid to 
Policyholders 


More Than $91,000,000.00 Life insurance 
in Force 
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‘.«.4@/ @ IN 
ANTICIPATION 
OF TODAY'S 
NEEDS AND 
TOMORROW'S 
PROSPERITY 


Nl. new policy has been es- 


pecially designed to meet the ur- 
gent needs of business men during 





the present period of financial 
stress. 


Through its low premiums it, 
enables them to secure maxi- 
mum protection for a minimum 
deposit, to hedge immediately 
upon market losses, estate de- 
preciation, or outstanding obli- 


gations. 


Through its flexible provisions, 
it also enables them to anticipate 
the return of prosperity. They 
can lay the foundations of larger 
insurance estates at once and 
later, at their convenience and 
discretion, they can build the 
permanent structures. 


This new policy has already 
been approved by a majority 
of the States and is now avail- 
able to clients of our own men 
or of those who hold Phoenix 


ee | Mutual surplus line contracts. 


PHOENIX MUTUAL LIFE INSURANCE COMPANY 
OF HARTFORD; CONNECTICUT 
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Conservation of 
Health Plans Up 


Medical Section Considers Coor- 
dination of All Life Prolonga- 
tion Activities 


EDUCATE POLICYHOLDERS 





Board of Managers Asked to Make 
Definite Recommendations 
at Next Meeting 


While the agency departments of life 
companies are devoting their major at- 
tention to the conservation of business, 
their colleagues of the medical depart- 
ments are no less deeply interested in 
another sort of conservation problem. 
The need for the promotion of health 
conservation work and the idea of 
periodical physical examinations was 
stressed so strongly at the annual meet- 
ing of the medical section of the Amer- 
ican Life Convention in Washington, 
D. C., that it became really the central 
topic of that meeting. : ; 

Not only was it the principal subject 
brought up at the business session, but 
it was emphasized by speakers in widely 
different connections. Both the cancer 
specialists on the program, Dr. Gilbert 
Fitz-Patrick of Chicago and Dr. J. C. 
Bloodgood of Johns Hopkins, Balti- 
more, declared that periodical examina- 
tions, revealing the trouble in its in- 
cipiency, would do much to cut down 
cancer mortality. The address of As- 
sistant Surgeon General Pierce of the 
U. S. Public Health Service, appearing 
for Surgeon General Cumming, who was 
in Europe, was wholly along conserva- 
tion lines. 


Urged by Service Speakers 


The better mortality record among 
army and navy officers was attributed 
by the speakers representing those 
branches of the service, in large part at 
least, to the requirement of regular ex- 
aminations and the further fact that they 
avail themselves of medical care at all 
times more readily than do other classes 
of the population, because it does not 
cost them anything. Colonel Love of 
the army medical corps appeared for 
Surgeon General Ireland and Captain 
Bell presented the navy’s contribution 
to the symposium, after Admiral Riggs 
had briefly voiced his thanks for the 
invitation and his pleasure at being 
present. 

Plans for the proposed creation 
of a central bureau to take up all such 
activities looking to the prolongation of 
human life and coordinate the work of 
the companies in that respect, were con- 
sidered at the special business session. 
It was decided to refer the question of 
the proposed bureau to the board of 
managers of the section for further 
Study, with the idea that definite recom- 

' (CONTINUED ON PAGE 22) 





Criticism of Companies 
Dangerous at This Time 





No one can definitely say when pros- | 


perity will return, but the life under- 
writer who daily canvasses a well se- 
lected list of prospects, getting inter- 
views and giving well thought out life 
insurance presentations is making his 
own prosperity and is most effectively 
doing his bit toward the return of gen- 
eral prosperity, O. J. Arnold, president 
Northwestern National Life, said in his 
talk at the sales institute in Minneapo- 
lis sponsored by the life underwriters’ 
association there. 

“We all well know that the nation— 
in fact the whole world—is passing 
through an extraordinary period of eco- 
nomic unrest,” he said, “Naturally the 
life insurance business, deeply rooted as 
it is in the subsoil of the nation’s finan- 
cial structure, could not fail to feel the 
effects of the tremendous forces of re- 
adjustment which are slowly but surely 
acting to bring things back to normal. 


One Great Asset Is Confidence 


“A composite of the annual state- 
ments of all our legal reserve compa- 
nies, as of Dec. 31, last, would show 


net admitted assets of close to 19 billion 
dollars, and, in addition, certain non-ad- 
mitted assets of considerable value. But 
there is one non-admitted asset which 
appears in the statement of no com- 
pany, though it is an asset of inestima- 
ble value to all the companies, and to 
every agent of every company. This is 
the public confidence which is the nat- 
ural result—the accumulated apprecia- 
tion as it were—of many years of good 
faith, fair dealing, and satisfactory per- 
formance of its contracts by a great 
humanitarian enterprise—a public con- 
fidence which in the past 18 months has 
been splendidly vindicated. 

“It is the duty of everyone connected 
with the business of life insurance to 
guard carefully this heritage of public 
confidence. Any hint of criticism which 
the representative of a legal reserve 
company may convey to his prospect or 
client in respect to any other honestly- 
managed company insidiously impairs 
that confidence. 

“Just as a matter of good business it 
is never desirable for anyone to attempt 
to build himself up by pulling some- 
one else down, but especially in these 
times is it particularly important that 
life insurance men refrain from ‘knock- 
ing’ their competitor companies. 


May Not Affect Stability 


“In these unusual times, unusual situ- 
ations and actions are going to come to 
the attention of life insurance men. Be- 
cause they are unusual, the unthinking 
may, by unfriendly comment, leave the 
impression that they in some way re- 
flect upon the companies concerned, and 
indeed the agent, because of the un- 
usual character of the situation or pro- 
cedure, may himself conclude that it 
constitutes a reflection on the stability 
of the individual company or on the in- 
tegrity of its management when, as a 
matter of fact, such is not the case. 

“For example, at the close of last 
year many companies showed a loss in 
surplus. I have heard this fact ad- 





vanced as a criticism of companies so 
affected. This is looking at the hole 
and not seeing the doughnut. Instead 
of commending the company for having 
a surplus, criticism is directed against 
it for using the surplus in just the way 
in which it was intended to be used— 
as a shock-absorber for unusual losses— 
to which all companies are subject and 
from which no one is immune, 


No Impairment From Losses 


“I do want to point out that the life 
insurance companies, honestly adminis- 
tered, are basically sound and that it 
ill behooves any man in the life insur- 
ance business to criticize any company, 
or by innuendo raise a question as to 
the standing of any company, because 
of the form of its investments. Some 
losses may—in fact, unquestionably will 
—be taken by all companies on invest- 
ments heretofore made, but these losses 
will not impair the contracts held by 
policyholders. Time will demonstrate 
that the companies have anticipated 
these losses through the maintenance of 
special reserve and surplus funds for 
this particular purpose. 

“And even in the absence of such re- 
serves there a resiliency and recu- 
perative power in a life insurance com- 
pany that assures, except in instances 
so rare and unimportant that for our 
present purpose they may be disregard- 
ed, no policyholder of any company will 
lose a dollar. These recuperative pow- 
ers are peculiar to the life insurance 
business and differentiate it in this re- 
spect from all other forms of business. 


is 


Takes Up Money Borrowing 


“To the unthinking, a statement to 
the effect that a life insurance company 
is borrowing money to meet its current 
demands for policy loans and surren- 
ders might indicate that such a com- 
pany was in dire straits. Such, how- 
ever, would be an unwarranted conclu- 
sion. As a matter of fact, it is to be 
expected that life insurance companies 
may from time to time find it desirable 
to borrow money. 

“This is a time when it may be ex- 
pected some companies will find it good 
business to borrow money to meet cur- 
rent demands rather than to disturb 
their investment programs or to sell in 
the present market securities they now 
hold. A little reflection will indicate 
that if a company’s current demands for 
cash—demands which admittedly are 
temporarily abnormally high—require 
either a sale of securities or a discon- 
tinuance of an established 
program under which its incoming funds 
are promptly put to work earning inter- 
est, both of these alternatives are avoid- 
ed, with a resulting profit to the com- 
pany, by temporarily borrowing money 
at the present low rate of interest to 
provide cash funds for policy loans 
which pay it 6 percent. 

Dividend Reductions Proper 


“Recently some companies have an- 
nounced a reduction in their dividend 
scales, and it is to be expected that simi- 
lar announcements will shortly be forth- 


investment | 





Adapting Plans 
to New Conditions 


Secretary W. P. Coler of Amer- 
ican Life Convention Points 
Out the Way 


NEED FLEXIBLE METHODS 
Insurance Should Take Advantage of 
the New Economic Situation Con- 
fronting the People 


W. 


the 


¥ 


American Life 


Coler, and actuary of 
in a talk 
Agents & Managers 


secretary 
Convention, 
General 

of St. 


before the 


Association Louis, gave some 


suggestions to life men as to how they 
can best take advantage of present op- 
portunities. He said: 


“Two and three years ago, we were 
nearly all speculatively inclined and we 
were told that common stocks would let 
us in on the profits of an ever expanding 
industrial era. Every man was his 
own investor and our scale of living ex- 
panded rapidly under the spur of illusive 
profits and the ease with which our 
debts could be increased. During this 
period it was not popular to talk of in- 
surance as a combination of protection 
and investment. Many companies issued 
forms of policies minimizing the invest- 
ment element — expectancy terms — op- 
tion policies, etc. Larger average poli- 
cies were sold partly because the cost 
per $1,000 was lower and partly because 
of the exuberant spirit of the times. 


Take Losses as Well as Profits 


“Now, however, we have found that 
the ownership of common stocks lets us 
in on the industry as well as 
the profits. The counsel of older heads 
is once more in demand. We are pay- 
ing our debts—bank loans on securities 
plus non-bank loans to brokers are down 
to less than 7% billion as compared with 
nearly 10 billion a year ago and a peak 
considerbly higher in 1929. We are 
working harder, those of us who have 
jobs—prices are declining—we are go- 
ing through the most disagreeable part 
of the post-war deflation. Certainly we 
are much nearer a stabilization point 
than we have been for years. 

“Let us intensify our effort then on 
those whose cash incomes are still the 

(CONTINUED ON PAGE 153) 


k ysses of 


coming from many other companies. A 
cut in its dividend scale is frequently 
made a ground for disparagement of a 
competitor company. But when analy- 
clearly indicates the propriety of a 
readjustment of a dividend schedule, 
either upward or downward, any com- 
pany under proper management will 
make the adjustment. To my way of 
thinking, commendation should be ac- 
corded any company for promptly re- 
adjusting its dividend 


scale in accord- 
ance with the trend of its earnings.” 
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Royal Union Consolidates 


with the Des Moines L. & A. 





STOCKHOLDERS MEET JUNE 8 





Merged Company Will Have 200 Mil- 
lion in Force and 40 Million 
Assets 





DES MOINES, IA., May 28.—A. C., 
Tucker, president Royal Union Life, and 
J. J. Shambaugh, president Des Moines 
Life & Annuity, have announced the 
completion of plans for a consolidation 
of their companies, subject to the ap- 
proval of the stockholders, who will 
meet June 8. 

The consolidated company will use 
the name of the Royal Union Life. The 
officials of the united company have not 
yet definitely been determined. 

” The consolidation of the Royal Union 
Life and the Des Moines Life and An- 
nuity will form a company with nearly 
$200,000,000 of life insurance in force, 
with assets of approximately $40,000,- 
000 and with capital and surplus, in- 
cluding contingency reserves, of ap- 
proximately $3,000,000. , ; 

In 1924, the State Life, organized in 
Des Moines in 1917, of which A. C. 
Tucker was president, merged with the 
Royal Union Mutual and the name_was 
changed to the Royal Union Life. Since 
this merger the Royal Union has ab- 
sorbed a number of small companies 
and assessment societies. 

At the end of 1930 the Royal Union 
Life had $148,500,000 of insurance in 
force, $32,000,000 in admitted assets, $1,- 
000,000 capital and $556,000 surplus. 

Des Moines Life & Annuity was or- 
ganized in 1917. Since then it has taken 
over three small companies and last year 
the Travelers Equitable of Minneapolis 
was merged with it, thus giving it a 
health and accident department. 

The 1930 statement of the Des Moines 
Life & Annuity showed $44,550,000 in- 
surance in force, $6,500,000 admitted as- 
sets, $600,000 capital and $264,000 sur- 
plus. 


Premium Reduction Made 





John Hancock Mutual Life Will Soon 
Put Out Rate Book Showing 
the Changes 





The John Hancock Mutual Life has 
announced a reduction in premiums on 
all its policies except the preferred 
whole life, rates on the latter having 
been determined comparatively recently 
and are on a very low premium basis. 
The reduction will be between 5 and 6 
percent of present rates. First year divi- 
dend scales indicate that the new rates 
will result in a lower net cost. Com- 
plete information on the new rates will 
be available shortly. 

The company has also announced a 
family income contract which will be in 
the form of a rider which may be at- 
tached to all present policies except term 
but including modified life. It will be 
issued for family inome periods of 10, 15 
and 20 years but premium payments will 
be made for 5, 10 and 15 years respec- 
tively. Attachment of the rider will not 
affect the cash value of the policy. 
Rates and detailed information will be 
given out soon, 


Reed M. Wilson 


Reed M. Wilson has been appointed 
northern Illinois manager of the At- 
lantic Life of Chicago. He has been 
about eight years with the Mutual Life 
of New York, starting with the Day 
agency in Chicago, continuing with Mr. 
Hintzpeter when it was split up, and 
has just resigned from the post of dis- 
trict manager of Lake county under 
Manager C. L. Coyner of the Mutual 
Life at Chicago. 








New Medical Section Leaders 











DR. L. G. SYKES 

Dr. L. G. Sykes of the Connecticut 
General Life, who was elected chair- 
man of the medical section of the Amer- 
ican Life Convention at its annual meet- 
ing in Washington, D. C., last week, 
has long been one of the most active 
workers in that organization and has 
served as vice-chairman the past year. 
Dr. H. W. Dingman, Continental As- 
surance, last year’s program committee 





DR. H. W. DINGMAN 


chairman, becomes vice-chairman of the 
section. Dr. J. R. Neal, Abraham Lin- 
coln Life, this year’s program chair- 
man, was continued as a member of the 
board of managers. Dr. Frank Harn- 
den, Midland Mutual Life, is the new 
member of that board and will have 
charge of the program for next year 
and Dr. M. I. Olsen, Central Life of 
Iowa, is the new secretary. 








Important Subjects Come 
Before Advertising Men 





A number of the life insurance mem- 
bers of the Insurance Advertising Con- 
ference met last week in New York. 
The discussion of magazine and news- 
paper advertising was led by R. C. 
Braun, Reliance Life, who recently was 
awarded a prize for that organization’s 
newspaper campaign. Mr. Braun told 
of his success with coupon advertising, 
declaring that the Reliance Life agents 


had increased their production mate- 
rially through leads obtained in this 
manner. 


Take Up Conservation 


Considerable thought was given by 
the conferees to the subject of conser- 
vation. They listened with interest to 
the address of K. A. Mathus, Connec- 
ticut Mutual Life, who outlined its pol- 
icy in dealing with this important fac- 
tor. It was the consensus of opinion 
that the most effective manner in which 
to reduce lapses is to bring forcibly 
home to the agent what it means to 
him in the matter of lost commission. 

The advertising of unlicensed compa- 
nies in reputable newspapers was pro- 
tested emphatically, the delegates con- 
curring in the belief that this practice 
was unethical, even in states where 
there were no legal restrictions against 
it. 

Another question considered was that 
which provoked a protest by the recent 
southern regional meeting of the I. A. C. 
—the tendency among some writers and 
artists to lampoon the insurance agent 
as a nuisance. 


Special Policy for Borrowers 


The Chittenden Company of Cincin- 
nati is writing a special policy for build- 
ing and loan associations, protecting 
borrowers of such institutions against 
loss of properties, in event of death, by 
covering remainder of payments due. 
This policy is written by the Lincoln 
National Life. Where accident and 
health protection is desired also, this 
protection will be written in another 
company. 








Lindsay Sees Opportunities 
for the College Graduates 





The college graduates of 1931 are 
going to find that the business depres- 
sion has seriously interfered with the 
usual demand for those who are willing 
to start on a modest salary, according to 
L. S. Lindsay, vice-president of the New 
York Life. 


Fine Openings Offered 


“However,” he writes in the current 
issue of the North American Review, 
“the life companies offer college gradu- 
ates an opening in a business for which 
the chief requirements are a good char- 
acter and the willingness to work. In 
our business they will have an oppor- 
tunity to win their way to the front 
solely on their own ability. 

“Many college men have had business 
experience that is helpful. Some have 
managed school papers, football teams, 
and other school organizations. Othérs 
have sold magazine subscriptions or 
done special outside work to help pay 
their college exnenses. All such experi- 
ence will be valuable to those who take 
up the seiling of life n:surance; for it 
affords uot only a certain amount of 
business, training but an opportunity of 
learning something of human nature. 





Contest Awards Linked 


to Current Events 





“Keep your contest rewards 
linked to current happenings.” is 
the motto of S. M. Thompson, 
general agent of the Lincoln Na- 
tional Life in Pittsburgh. In this 
way, he maintains, greater results 
are obtained due to greater in- 
terest aroused. As proof of the 
workableness of his plan he tells 
of the May contest being run in 
his agency in which the winner’s 
reward is a trip to the Indian- 
apolis auto speed classic, May 30. 
This unique prize has brought 
forth real effort on the part of the 
men, Mr. Thompson reports. 














Report 531 Eligible for 
C. L. U. June Examination 





MORE APPLICATIONS ARE UP 





Tentative Have Been 
Made with Colleges and Universi- 


ties as Quiz Centers 


Arrangements 





The American College of Life Un- 
derwriters announces that on May 21 
there were 531 life underwriters eligible 
to take the 1931 C. L. U. examination. 
Registrar Spalding has a number of ap- 
plications on which definite action has 
not yet been taken and it is estimated 
that the total number of approved can- 
didates for the June examination series 
will exceed 600. Assuming that 500 will 
stand examinations, this is compared 
with 235 in 1930, 114 in 1929, 32 in 
December, 1928, and 34 in June, 1928. 

Tentative arrangements have been 
made with the following colleges and 
universities to function as examination 
centers. 

California: University of 
California, Los Angeles, University of 
California (Extension Division), San 
Francisco; Colorado: University of Den- 
ver; Washington, D. C.: George Wash- 
ington University; Illinois: University of 
Chicago, Bradley Polytechnic Institute, 
Peoria; Iowa: Iowa State Teachers Col- 
lege, Cedar Falls, Drake University, Des 
Moines; Louisiana: Loyola University, 
New Orleans; Maryland: University of 
Baltimore; Massachusetts: Boston Uni- 
versity; Michigan: Calvin College, Grand 
Rapids; Minnesota: University of Minne- 
sota, Minneapolis: Nebraska: University 
of Omaha; New York; University of Buf- 
falo, New York University, New York 
City, University of Rochester, University 
of Syracuse; North Carolina: Davidson 
College, Davidson; Ohio: University of 
Cincinnati, Western Reserve University, 
Cleveland; Oklahoma: Oklahoma City 
University, University of Tulsa; Oregon: 
University of Oregon, Portland; Pennsyl- 
vania: University of Pennsylvania, 
Philadelphia, University of Pittsburgh; 
Tennessee: University of Tennessee, 
Knoxville; Texas: Rice Institute, Hous- 
ton; Washington: University of Wash- 
ington, Seattle, State College of Wash- 
ington, Spokane; Wisconsin: University 
of Wisconsin, Madison. 


Southern 


COMPENSATION BIGGEST LOSS 
IN DAILY NEWS PLANE CRASH 





The heaviest insurance loss in the 
crash of the Chicago “Daily News” 
plane Tuesday will be the workmen’s 
compensation on Shirley J. Short and 
the three other pilots, who met death. 
It is understood that the “Daily News” 
had insured the lives of the pilots for 
substantial amounts. The _ insurance 
carrier will not suffer excessively in the 
crash loss, since the “Daily News” is a 
self insurer up to a substantial amount. 

This plane was something of an ex- 
perimental type, having propellers fore 
and aft, one a pusher and the other a 
puller. It was not licensed by the de- 
partment of commerce to carry freight 
or passengers. 





Invite “Ad” Men for 1932 


The 1932 convention of the Insurance 
Advertising Conference may be held at 
Old Point Comfort, Va. An informal 
invitation for the conference to meet 
there next year was extended last week 
in New York by R. G. Richards, agency 
secretary of the Atlantic Life, and C. C. 
Fleming, editor of publications for the 
Life of Virginia, while they were at- 
tending a meeting of a group of the 
insurance advertising men there. The 
invitation was very well received and 
there seemed to be a strong sentiment 
for going to Virginia next year, which 
will mark the celebration of the Wash- 
ington Bi-Centennial in the Old Domin- 
ion. A formal invitation will be pre- 
sented at the Toronto meeting in 
October, 
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Economy Practical 
in Inter-Southern 


Examination Report Stresses Im- 
portance of Continuing Re- 
trenchment Program 


POTENTIALLY PROFITABLE 





Valuations of Stocks of Other Compa- 
nies Held as Assets Greatly Re- 
duced by Examiners 


FRANKFORT, KY., May 28.—With 
proper management there is no reason 
why the Inter-Southern Life should not 
be operated on a profitable basis. 

This statement was made in the re- 
port of the examination of the company 
made as of December 31, 1930, and re- 
leased for publication by Commissioner 
Allin of Kentucky. 

If the company is to operate on a 
successful basis a policy of rigid econ- 
omy must be put into effect in the home 
office, where there must be better co- 
ordination of the work, according to the 
report. 

“Early in 1931 a budget committee 
composed of the president, two execu- 
tive vice-presidents and the actuary 
made a study of the operations for 1930 
with a view of putting into effect all 
possible economies in 1931,” the report 
said. 


Approved by Board 


“The plan adopted by this budget 
committee was approved by the board 
of directors and has been in operation 
since about February 15. Under this 
plan the controllable expense items have 
been materially reduced. We _ under- 
stand it is the purpose of the budget 
committee to make a further study of 
the development during the year with 
the view of further reducing these ex- 
penditures. 

“It is hoped by this committee (ex- 
amination committee), that the adoption 
of the budget will result in a saving of 
more than $400,000 for the year 1931. 
It is believed that the saving in agency 
and acquisition costs will amount to ap- 
proximately $200,000 and that the saving 
in controllable expenses, including off- 
cers’ salaries will amount to another 
$200,000 for the year. 

“As of May 1, the reduction in per- 
sonnel, salaries and controllable general 
expense was practically 100 percent ef- 
fective. Reduction in agency personnel 
and expenses of supervision and oper- 
ations was approximately 80 percent ef- 
fective as of this date. 


Remain Active This Year 


“It is the plan that this budget com- 
mittee shall remain active during the 
entire year of 1931 with the view of ef- 
fecting all possible economy.” 

At the end of 1930, the Inter-South- 
ern had in force more than $150,000,000. 

“While some of this business has been 
acquired at an excessive cost, it is our 
opinion,” the report said, “that with the 
adoption of the plan of the budget com- 
mittee, cost of acquiring new business 
can be materially reduced.” 

The report covers 100 pages of type- 
written matter and was prepared by G. 
W. Eskew, Cotton & Eskew, certified 
public accountants, Louisville; repre- 
senting the Kentucky department; F. M. 
Speakman, actuary Arkansas depart- 
ment; H. O. Stark, actuary Indiana 
and Oklahoma departments, and L. K. 
Arrington, examiner Tennessee depart- 
ment. 

* (CONTINUED ON LAST PAGE) 
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Production Shows a Decrease 
Compared with a Year Ago 








The volume of ordinary life insurance 
in April continued to show a decrease 
when compared to April a year ago, ac- 
cording to the Life Insurance Sales Re- 
search Bureau. However, although still 
a loss, the curve during the past two 
months has turned slightly upward. The 
lowest point was reached in February, 
1931. In that month sales were 19 per- 
cent below those of February, 1930. In 
March the loss was 18 percent, while 
figures for April show that the volume 
purchased during the past month was 16 
percent below that of last April. In 
making these comparisons it should be 
remembered that the early months of 
1930 set a new record for life insurance 
sales. Although most industries were 
being severely affected by the economic 
situation, life insurance continued to 


record enormous gains. March, 1930, 
established a new peak for sales of life 
insurance in a single month. Any com- 
parison made to life insurance sales a 
year ago is, therefore, made to a period 
when sales were inflated to an abnormal 
extent. 

The first four months of 1931 show a 
loss of 17 percent when compared to the 
same months of 1930. This loss is ex- 
perienced in every section. The section 
showing the smallest decrease is New 
England. These six states are only 8 
percent below the volume paid for in 
1930. The middle Atlantic states, which 
pay for about one-third of the total new 
insurance sold in the country, rank 
second. The east and west south central 
states show the largest losses when com- 
pared to a year ago. 








Should Tell Policyholders 
to Pay Their Policy Loans 


State Agent C. A. Macauley of the 
John Hancock Mutual Life in Detroit 
has won a number of encomiums from a 
letter that he recently sent out to his 
agency force on the subject of cashing 
in old insurance and buying new where 
there is a loan involved. He says: 

“When a man borrows money on col- 
lateral at a bank, he expects to redeem 
the collateral by paying off the loan, 
not by selling it at a loss, to liquidate 
the loan, except as a last resort. 

“When a man buys a home and has 
a mortgage on it, he expects to pay off 
the mortgage by saving money for that 
purpose and not by selling his home, 
unless forced to do so. Is it not so? 

“Then why do life insurance repre- 
sentatives figure that the way to pay 
off loans on policies is to surrender 
them and buy new insurance, at an ad- 
vanced age, or on a cheaper form, or by 
more loans, rather than to encourage 
the policyholder to meet this indebted- 
ness like any other property or collat- 
eral debt and thereby conserve what he 
has created, as well as to save monev 
by so doing? 

“Ask me another, or you tell ‘em! 
Writing new business by destroying old 
business will soon undermine the whole 
business and I don’t mean maybe! If 
this business is a profession, let’s don’t 
turn it into a racket.” 


Cash with Application Aids 
in Cutting Down Lapse Ratio 


Sound advice to industrial life men 
was contained in the talk of J. T. Gold- 
stein, assistant manager John Hancock, 
Reading, Pa., at York, Pa., during Penn- 
sylvania Insurance Days. “A most im- 
portant feature toward eliminating fear 
on delivery is the premium collection 
with the applications. This can be ac- 
complished only when the genuine be- 
lief the agent has for his proposition is 
conveyed to the prospect. The collec- 
tion of this initial premium is a barom- 
eter. It is comparatively easy to check 
a lapse register and find that 80 percent 
of all cancellations of new business have 
never been collected on. 

“Collection on the application and a 
collection on delivery makes for ad- 
vances and advances mean low lapse 
ratio, for arrears are no more than future 
lapses.” 





Written Business Decreased 


Recent stock market conditions have 
been reflected in a decrease in written 
business, according to some general 
agents. There has been no appreciable 
effect on paid-for business as yet. 








Head of Actuarial Society 


President W. M. Strong and all other 
officers of the Actuarial Society of 
America were reelected at the annual 
meeting in New York. Mr. Strong is 
associate actuary of the Mutual Life of 
New York. The vice-presidents are J. 
S. Thompson, vice-president Mutual 
Benefit Life, and M. A. Linton, vice- 
president Provident Mutual. Secretary 


is R. D. Murphy, vice-president Equi- 
table of New York; treasurer, E. W 
Marshall, actuary Provident Mutual; 


editor of the transactions, J. M. Laird, 
vice-president Connecticut General. 

New members of the council are J. E. 
Hoskins, assistant actuary Travelers; 
H. R. Bassford, assistant actuary Met- 
ropolitan; L. K. File, associate actuary 
Canada Life, and J. S. Elston, assistant 
actuary Travelers. 

Among the speakers and their sub- 
jects were H. J. Stark, Metropolitan, 
“Methods of Valuation of Deferred An- 
nuities Issued Under Group Contracts”; 
Arthur Hunter, New York Life, “Dis- 
ability Benefits”; C. A. Spoerl, Aetna 
Life, “A Technical Actuarial Note”; W. 
A. P. Wood, assistant general manager 
Canada Life, “Canada Life Mortality 
Experience”; Henry Moir, president 
United States Life, “Unemployment Re- 
lief.” 


Change Club Year 


The Central States Life Club year 
will close Nov. 30 instead of Dec. 31, 
as heretofore, so its convention can be 
held earlier. 





A. L. C. Executives O. K. 


New Industrial Section 








The executive committee of the 
American Life Convention at its meet- 
ing in Washington, D. C., last week 


went on record as favoring the organ- 
ization of an industrial section of the 
A. L. C. Letters will be sent out to 
the 11 industrial companies which are 
now members of the convention and 
if they approve of the idea they will 
be given the opportunity to organize 
such a section at the time of the an- 
nual meeting of the convention in Pitts- 
burgh next fall. 

The delegation of industrial company 
officials which appeared before the ex- 
ecutive committee to urge the forma- 
tion of the new section included W. J. 
3radley and Dr. C. A. Heiken, Home 
Life of Philadelphia; F. M. Nettleship, 
Equitable Life of Washington; H. E. 
Emmonds, Mutual Life of Baltimore; 
J. S. Nusbaum, Sun Life of Baltimore; 
O. P. Grant, Life & Casualty of Ten- 
nessee, and G. R. Kendall, Washington 
National. 





Insurance Listed | 
in Ward Catalog 





Federal Life Travel Accident Pol- 
icy Sold Through Mail Or- 
der House 





DOLLAR A YEAR POLICY 


No Weekly Indemnity; Death, Dismem- 
berment Benefits for Railroad, Mo- 
tor, Farm Vehicle Accidents 





For the first time, insurance is ac- 
tually being listed in the catalog of a 
mail order house. The new mid-sum- 
mer sale book of Montgomery Ward & 
Co. offers a limited travel accident pol- 
icy of the Federal Life of Illinois, which, 
through its hook up with the Chicago 
“Tribune” was a pioneer in the field of 
newspaper policies. 


Now the two largest mail order 
houses in the country are experimenting 
in the insurance field, Montgomery 


Ward & Co. more or less as an agent 
and Sears, Roebuck & Co. as virtually 
an insurer. 

Sears, Roebuck & Co. recently or- 
ganized the Allstate to write complete 
cover automobile insurance by mail. 
Policies of the Allstate are not listed in 
the famous Sears, Roebuck & Co. cata- 
log, however, so Montgomery Ward & 
Co. sets what may be a precedent in 
actually offering insurance through the 
same avenue that it offers a thousand 
and one commodities. 


No Weekly Indemnity 


There is no weekly indemnity under 
the Federal Life-Montgomery Ward 
policy. It pays varying amounts up to 
$5,000, which is the indemnity for loss 
of both hands and both feet, for death 
and dismemberment in automobile, 
railroad accident, and accidents involvy- 
ing certain farm vehicles. Persons be- 
tween the ages of 15 and 64 are eligible. 

Montgomery Ward, according to the 
announcement, is not paid a commis- 
sion or any financial reimbursement. It 
is being offered by the mail order house 
as a service to customers for the crea- 
tion of good will. 


“By arrangement with the Federal 
Life, Montgomery Ward & Co. has 
completed plans for the issuance of 
travel accident insurance policies to 


their army of patrons throughout the 
nation. Announcement of this added 
customer service is made in Ward’s new 
164 page Mid Summer Sale Book, now 
being mailed to more than one-third the 
families of the country,” the Federal 
Savs. 

“These policies have a top coverage 

of $5,000 and will be issued to cus- 
tomers between the ages of 15 and 64, 
at a flat rate of $1 per year. Mont- 
gomery Ward will make no profit on 
this business, and the purpose of offer- 
ing the policies is to extend their cus- 
tomer service to include accident insur- 
ance because of the absolute need for 
this protection developed by the con- 
stantly increasing number of traffic ac- 
cidents. 
; “The Federal is the leading company 
issuing travel accident policies, and has 
issued millions of these policies to read- 
ers of leading newspapers from coast to 
coast. Nearly $5,000,000 in claims has 
been paid to newspaper readers and 
their beneficiaries during the past six 
years, and it is the experience of the 
Federal that the distribution of these 
low cost accident policies has in thou- 
sands of cases provided ready money 
for families in distress, and served to 
create a demand for all other forms of 
life and accident and health policies.” 
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Nylic Agents paid for $900 897,700 of new insur- 
ance in 1930. Of this total 97.1 per cent was 
on Life and Endowment forms; only 2.9 per 
cent was Term insurance. These ratios, par- 
ticularly in the present economic situation, 
demonstrate that Nylic Agents are success- 
fully trained to sell the more substantial 
forms of insurance. 
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NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, Madison Square 
New York, N. Y. 
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Phraseology of Aeronautic 
Clause Is Under Discussion 


MILLER’S RECOMMENDATIONS 


Chattanooga Attorney Makes Interest- 
ing Comment on Problem at Life 
Counsel Meeting 


The validity and construction of aero- 
nautic clauses in life insurance policies 
was taken up by Vaughn Miller, of 
Miller, Miller & Martin, Chattanooga 
attorneys at the White Sulphur meeting 
of the Association of Life Insurance 
Counsel. 

“A subject as rapidly developing, but 
as yet undeveloped as the relation be- 
tween aviation and life insurance, should 
receive much thoughtful discussion and 
study before it begins to crystallize into 
fixed or uniform practices, policy clauses 
and legislative enactments,” he said. “By 
judicious effort its development can be 
shaped to avoid the expensive un- 
certainty which has characterized, for 
example, the suicide and incontestable 
clauses due to the haphazard manner in 
which they were developed. 


Underwriting Renal Problem 


“There is a duty here on the legal de- 
partments of life insurance companies, 
although the most serious problems are 
those of underwriting, especially as re- 
lates to life insurance for aviation per- 
sonnel.” 

He offered the following suggestions 
regarding the aeronautics clause to avoid 
the dangers of the statutes: 

“1. It should not provide that the 
policy shall be ‘void’ or ‘forfeited.’ Such 
expressions lay the company open to the 
charge that it is ‘contesting’ the policy. 

“2. It should prescribe an amount 
payable at least equivalent to the re- 
serve on the policy in event of death in 
aeronautics therein excluded. Quaere, 
however, whether such amount should 
exceed the reserve. Anything in the 
nature of indemnity would seem incon- 
sistent with exclusion of coverage. 

“3. Except where controlled by stat- 
utes, the incontestable clause should 
name the aviation clause as an exception 
to its provisions or should not designate 
any exceptions whatever. 

“4. In states like Texas with statutes 
forbidding modes of settlement for less 
than the amounts insured on the face of 
the policy, the amount payable under the 
aviation clause should be set out on the 
first page of the policy, and above rather 
than below the amount payable in event 
of ordinary death. 

“5. In some of such states, the stat- 
ute permits the policy to offer decreased 
benefits when the insured follows a 
stated hazardous occupation. In such 
states an aviation clause might be 
brought within the statute by so fram- 
ing the policy as to designate aviation as 
a ‘hazardous occupation.’ 


Type Should Follow Law 


“6. In states having such statutes as 
the Minnesota. statute involved in 
Thorne v. Aetna L. Ins. Co., supra, any 
aviation clause in a disability or double 
indemnity provision should be printed in 
type to conform to those statutes. 

“Some of these suggestions probably 
would arouse the agency department of 
any company to rebellion on the ground 
that such provisions would render any 
policy unsalable. But unless they are 
observed, there are some jurisdictions in 
which an aviation clause in an ordinary 
life policy would be held invalid.” 

Mr. Miller said the time is not ripe 
for any attempt toward model wording 
of the aeronautics clause. He said com- 
panies for some years may quite reason- 
ably differ in the extent of the risks they 
desire to cover. 


The Colorado Life of Denver produced 
in excess of $2,000,000 in April, this 
being the 11th month in which the com- 
pany passed the $2,000,000 mark. 





Guarantee Fund Soon to 


Be on Legal Reserve Basis 


CALL MEETING FOR JUNE 30 


Omaha Company Has $156,000,000 Life 
Insurance in Force on the 
Old Line Plan 


Notices have gone out to policyhold- 
ers of the Guarantee Fund Life Associa- 
tion of Omaha that a meeting will be 
held June 30 to vote on substituted ar- 
ticles of incorporation as_ already 
adopted by the directors and approved 
by the Nebraska department to change 
the company into a mutual legal reserve 
life company known as the Guarantee 
Mutual Life Company. During the last 
four years the officials have been en- 
gaged in an intensive study of the busi- 
ness of the Guarantee Fund Life which 
is the largest mutual assessment associ- 
ation in the country. 

Desire Legal Reserve Benefits 


The officers found that there is not 
only powerful and intelligent competi- 
tion in the writing of insurance but 
there is an overwhelming demand on 
part of policyholders to obtain policies 
which contain not only modern features 
but the usual legal reserve benefits con- 
sisting chiefly of cash surrender, loan 
extended and paid up values. : 

Since July 1, 1925, all policies written 
by the Guarantee Fund Life carry full 
American experience 4 percent reserves. 
Many policies written prior to that time 
carried American experience 3% per- 
cent reserves. In order that these privi- 
leges could be granted to all policyhold- 
ers in a regular way, the management 
commenced the transfer of old form con- 
tracts to the more modern ones in 1928, 
The officers have been continuing the 
transfer since that time and will con- 
tinue until all the policyholders have 
had the entire plan fully explained to 
them and the opportunity to make the 
transfer. 


Will Cancel Assessment Clause 


The Guarantee Fund Life is now 
practically a participating mutual re- 
serve company. It has only about $13,- 
000,000 untransferred business and $156,- 
000,000 full mutual legal reserve busi- 
ness valued on the American Experi- 
ence 3% percent table. The meeting to 
reorganize will make no change in the 
transferred business other than to can- 
cel the assessment clause and provide 
for a participation in the surplus earn- 
ings. The Nebraska department and 
four others are making a convention ex- 
amination and an audit of the books. 


Management Is Superior 


The Guarantee Fund Life is well 
known for its honest and capable man- 
agement. Its officials and directors are 
men of high caliber and fine asairations. 
They have endeavored to give policy- 
holders a square deal. A transfer to the 
new basis will make the company 
stronger and better. The management 
deserves credit for the splnedid work 
that has been done in getting the com- 
pany on a perfectly sound and perma- 
nent footing. 





One Day Sales Conferences 


One-day sales conferences, held in 
various locations throughout his terri- 
tory at fortnightly intervals, have proved 
very successful for W. W. Scott, man- 
ager of the northwest agency of the 
Lincoln National Life in Minneapolis. 
This plan of holding sales educational 
and inspirational meetings in Wisconsin 
and Minnesota, has brought results, not 
only in increased business from outlying 
agencies, but also in more enthusiasm, 
better-trained men, and a greater active 
interest in the business of life insurance 
by part-timers. 
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American Institute Spring 
Meeting Program Arranged 





INTERESTING DISCUSSION UP 





Minneapolis Conference Will Take Up 
Number of Subjects of Special 
Concern 





The spring meeting of the American 
Institute of Actuaries will be held at the 
Hotel Nicollet, Minneapolis, Thursday 
and Friday of next week. There will be 
discussion of papers presented at the 
previous meeting: “Annuities with Re- 
turn of Premiums,” by J. A. Budinger, 
Kansas City Life; “Substitution and 
Offset in Approximating Disability Re- 
serves for Active Lives by an Attained 
Age Method,” by W. H. McBride, Na- 
tional Life & Accident; “United States 
Civil Service Retirement and Disability 
Fund,” by R. B. Robbins, Union Labor 
Life; “Insurance for Face Amount or 
Reserve If Greater,” by E. G. Fassel, 
Northwestern Mutual, and “Note on the 
Curve of Mortality Among Substandard 
and Superstandard Risks,” by Arthur 
Hunter, New York Life. 


Informal Discussions 


The informal discussions will include 
four subjects, incontestability and sui- 
cide provisions in life insurance con- 
tracts; 2, agency methods and home 
office practices affecting new business; 
3, investments, and 4, American men 
mortality table. On the first subject the 
discussion will cover the following points: 
(a) Is there a tendency upon the part of 
the companies to increase the length of 
the contestable period and the period in 
which liability is limited because of sui- 
cide? (b) What advantages if any has a 
straight two-year incontestability pro- 
vision over the “one year if living, other- 
wise two years” clause? (c) Should a 
life insurance contract provide for con- 
testability as to the disability provision 
at all times on account of fraud? (d) 
Should the companies foster legislation 
looking towards an extension of the con- 
testability period and the period of 
limited liability for suicide? 

Agency Methods 


On agency methods, the following 
subheads will be discussed: 

a. What are the relative advantages 
and disadvantages as to acquisition costs, 
expense ratios, etc., of the general agency 
and branch office systems? 

b. What plans of agency compensa- 
tion on the basis of increased business 
in force are available for ordinary busi- 
ness? 

c. What rules must be adopted by 
the agency department which will result 
in increasing the average size policy and 
in reducing the second year lapse rate. 

d. Under what circumstances should 
policy loan indebtedness be liquidated 
by a change in the insurance? What 
rules may a company adopt recognizing 
such circumstances? 

Discussion on Investments 


On investments the subject will center 
on the following: (a) Have existing eco- 
nomic conditions affected the rate of in- 
terest earned by life insurance com- 
panies? What is a reasonable assump- 
tion as to the trend of interest rates dur- 
ing the next ten years? (b) Is there 
any indication in the current statements 
of life insurance companies that we are 
experiencing an increasing rate of fore- 
closure on loans secured by city prop- 
erty? 

American Men Table 


On the mortality table, the following 
will be the points brought up: 

a. What states now permit the use of 
the American Men table as a basis for 
Premiums and reserves? 

Have any companies adopted this 
table for premium computations, sur- 
render values and valuation for use in 
those states in which it is approved? 

<. What is the outlook for adoption 
of this table by the companies? 








Insurance Report, Pacific 
Underwriter Consolidate 





CYRUS K. DREW THE EDITOR 





New Publication, the 
“Western Underwriter,” Shared by 
National Underwriter 


Ownership of 





The “Pacific Underwriter” of San 
Francisco and the “Insurance Report” 
of Denver are being consolidated under 
the title of “The Western Underwriter,” 
with Cyrus K. Drew as editor and Frank 
W. Bland as business manager. 
Ownership of “The Western Under- 
writer” is shared by Mr. Drew, editor of 
the “Insurance Report” and by THE 
NATIONAL UNDERWRITER, which is owner 
of the “Pacific Underwriter.” The 
“Western Underwriter” will make its 
first appearance in July and will serve 
particularly the mountain and Pacific 
Coast field. It will be a monthly pub- 
lication. 
“Mr. Drew has been associated with in- 
surance throughout his business life, 
first in his father’s local agency at 
Evansville, Ind., later for several years 





with the New Orleans Board of Under- 
writers. 

In 1896, Mr. Drew joined the “Insur- 
ance Herald” and assisted in creating 
the “Insurance Field.” In 1902, he 
bought the “Insurance Report” from the 
late Garrett Brown at Denver and has 
operated this publication since that time. 

Mr. Drew is well known to insurance 
men and is the popular speaker at in- 
surance functions. 

Mr. Bland has become favorably 
known throughout the far west in the 
short time that he has represented the 
business interests of THE NATIONAL 
UNDERWRITER and the “Pacific Under- 
writer” in that territory. He has been 


associated with THe Nationa UNDER- 
WRITER organization for many years, 
starting at its Cincinnati office and 


traveling throughout various parts of the 
country before being assigned to the 
west. 

The publication office of the “Western 
Underwriter” is to be San Francisco, 
but Mr. Drew plans to keep up his close 
association with the mountain field. 

Marsdon E. Weston, who has been 
the correspondent for THE NATIONAL 
UNDERWRITER in Denver, and is well 
known to the insurance offices of that 
city, has been made associate editor of 
the “Western Underwriter’ and will 
give regular attention to that publica- 
tion. 








Old Rules Needed in New 
Era, New York Agents Told 


| 
| 





RECORD CROWD AT SYRACUSE 


Fulton, Terriberry, Amber, Others 
Stress Planning and Organization 
as Essentials of the Day 


“The lucky seventh sales congress” 
of the New York State Underwriters’ As- 
sociation convened in Syracuse with a rec- 
ord crowd of 777 enjoying the educational 
and inspirational privileges. The theme 
of the meeting “Selling Life Insurance 
in the New Business Era” was devel- 
oped in addresses by G. G. Terriberry, 
Mutual Benefit, New York City, “Pros- 
pecting in the New Business Era”; H. 
L. Amber, vice-president Berkshire Life, 
“Planning the Interview in the New 
Business Era”; J. S. Myrick, Mutual Life 
of N. Y., “Recent Legislation”; C. B. 
Butler, deputy commissioner of insur- 
ance, “Attitude of the Public Toward 
the Insurance Profession,” and J. A. 
Fulton, president Home Life of New 
York, “The Life Insurance Salesman 
Looks Ahead.” 

At the morning session Sidney Wer- 











PROGRESS 


Every twenty-four hours puts some process out of 


date. 


Six months make many methods obsolete. 


Changing standards, new developments bring de- 


mands for improved insurance coverage. 


cannot lag. 


Insurance 


Continental, ever a leader, has consistently kept pace 
with demands of modern progress. Continental pro- 
gressiveness is evidence of Continental DURABILITY. 


CONTINENTAL 
CASUALTY ASSURANCE COMPANIES 


CHICAGO 





ILLINOIS 
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RACK — smack — a 

square hit and the ball 
soars straight down the 
fairway. A satisfied feel- 
ing comes over you. Your 
caddy returns your smile 
and noticeable chest per- 
turbations with a grin and 
twinkle of his eye. En- 


thused? Of course! 


Enthusiasm is one of the 
greatest assets of Com- 
monwealth Life agents. 
The unmatched 
plan of 
'‘Common- 
wealth Cor- 
dial Cooper- 
ation" brings 
out the best 
in each man. 


COMMONWEALTH 
LIFE INSURANCE CO. 





Drawing Courtesy Bristol-Myers Co., 
Makers of Ipana Toothpaste 


This time-tried success- 
ful working course plus a 
wide range of modern 
policies and latest selling 
methods, combined with 
sympathetic but aggres- 
sive home office coopera- 
tion, enables our agents 
to forge ahead. The extra 
help provided by "Com- 
monwealth Cordial Co- 
operation" gives a tre- 
mendous advantage. 


Interested in such a plan? 


Write l. 
S mith Ho- 
mans, Vice- 
President, 
for complete 
information. 


LOUISVILLE, KENTUCKY 





timer, president of the New York State 
association, presided. The address of 
welcome was given by Wm. B. Stark, 
Home Life of New York, president of 
the Syracuse association. Acting Mayor 
Kelley welcomed the conference to the 
city. Singing was conducted by J. M. 
Douglas, State Mutual, of Utica. 
General Stock Taking 


Mr. Terriberry stressed the import- 
ance of the “temporary depression” in 
bringing about a general stock-taking 
in all lines and enterprises and recom- 
mended that the life underwriters take 
stock of their methods of prospecting 
and selling to sift out the inefficient 
methods and concentrate on those which 
have produced results in the past. 

“No good banks have closed their 
doors,” declared Mr. Amber, “newspa- 
pers are still published, taxes are still 
being paid occasionally, the stock mar- 
ket still fluctuates, gas tax continues to 
increase, and flowers are bursting into 
bloom even though there is a ‘tempor- 
ary depression. He urged the adop- 
tion of a planned schedule of daily work, 
a planned budget of volume of business 
and personal finance, and planned pres- 
entations and sales. “Your success in 
the next 10 years depends on planning 
daily schedules and sticking to your 
plans. The new business era will be 
one of hard work. Seventy-five calls, 12 
interviews, two applications each week 
will overcome the justified accusation of 
being part-time operators. We have 
been talking a great deal about volume 
of business. In the new business era 
we are going to talk more about qual- 
ity. The life underwriter in the new 
husiness era will be a welcome guest 
in every office and home; in every shop 
and factory.” 

Extent of Insurance 


Mr. Myrick produced statistics show- 
ing the enormous wealth which is con- 
trolled by insurance companies. “In- 
dividually and collectively, the insur- 
ance business plays an enormous part 
in the financial development and con- 
servation of this country.” 

Deputy Commissioner Butler de- 
scrited the attitude of the public to- 
werd life insurance men and urged that 
the association extend every effort to 
correct this false impression. He com- 
plimented the profession on its clean 
record and severely criticized any pos- 
sible tendency toward twisting. 

Mr. Fulton contrasted the old era of 
privately owned business and home 
with the present-day tendency to sal- 
ary-paid employes living in rented dwell- 
ings. “In the old era people saved their 
money and their business once paid for 
and flourishing they bought a home. 
Nowadays they buy life insurance. To 
my mind the solution of each individ- 
ual’s problem lies in the same thing 
which will apply to the problems of 
business and society — organized plan- 
ning. In the past it has been desirable 
for a life underwriter to organize his 
efforts so as to conserve his time to the 
highest possible degree. In the new 
business era it will be absolutely and 
imperatively necessary that he do so. 


Two Simple Rules 


“A certain underwriter whom I know 
has maintained his production and, more 
than that, has increased his production 
by applying two simple rules to his 
business. He never goes to bed at night 
unless he has an appointment for 9 a. m. 
to talk about life insurance and never 
eats lunch until he has such an appoint- 
ment for 4 p. m. Our physical being 
must be organized and planned as well 
as our business activities. We are noth- 
ing more than highly developed ma- 
chines which cannot function on only 
half the original number of cylinders. 

“There are moments when some gray- 
haired old lady says, ‘God be praised 
that there is such an institution as life 
insurance,’ that repay us far greater than 
do our earnings. We must develop a 
vision of what we can accomplish; of 
more homes saved; more old people 
taken care of; more children educated; 





Sales Sede ee to 
Provide Special School 


SESSIONS AT EVANSTON, ILL. 


Work Will Be Given for Benefit of 
Home Office Agency De- 
partment Men 


The Life Insurance Sales Research 
Bureau will hold a special school ex- 
clusively for home office agency de- 
partment men at Evanston, IIl., Aug. 
17-28. Manager Holcombe states that 
this is the result of the attendance of 
40 department executives at the sixth 
managers’ school conducted prior to 
this year. 

The curriculum will include class lec- 
tures and discussions, evening round 
table conferences, contact with other 
home office men, and consultation with 
members of the bureau staff. The 
course will cover all the chief problems 
of developing an agency organization, 
including recruiting, training, supervi- 
sion, and business management. Typical 
subjects in the curriculum are: Func- 
tions of the home office in recruiting; 
characteristics and content of a good 
training program; company - endorsed 
methods of supervision; plan building; 
agency costs and conservation. Round 
table conferences will be arranged pri- 
marily designed to cover how the home 
office can encourage managers to carry 
out their functions in the points out- 
lined in the course of study. 


New York High Court Calls 
Trip by Air an “Expedition” 


NEW YORK, May 28.—New York 
State’s highest judiciary has just de- 
cided in favor of the contention of the 
Equitable Life of New York that a trip 
on a regular scheduled air line consti- 
tutes an “expedition.” The supreme 
court had so decided when a beneficiary 
under a double indemnity provision sued 
the company for payment of the double 
amount but this was reversed by the 
appellate division. The court of appeals 
has now confirmed the decision of the 
supreme court. 

The company paid the face of the pol- 
icy, $2,500, but refused the extra $2,500 
because the double indemnity clause ex- 
cluded deaths resulting from “submarine 
or aeronautical expeditions.” Mrs. Ray 
Gibbs was the beneficiary, the policy- 
holder being her son Harold, who was 
killed in a crash of a Coastal Airways 
plans at Poughkeepsie in 1929. 

The company contended that at the 
time the policy was written it was 
understood that the term “expedition” 
covered all aeronautical ascensions, and 
not merely flights connected with ex- 
plorations. The clause of the company’s 
newer policies has been changed, avoid- 
ing the chance of misunderstanding. 








business stabilized; credit strengthened: 
the whole nation carried forward to new 
levels of happiness and prosperity. Let’s 
give it the very best we have and it 
will give back to us many-fold.” 

After luncheon, L. R. Boulware of 
the Syracuse Washing Machine Cor- 
poration gave an inspiring address on 
“The Salesman in the New Business 
Era” covering the relationship which 
exists between the study of human na- 
ture and selling. 

The afternoon session consisted of an 
open forum with. interviews conducted 
and questions answered by Vincent Cof- 
fin, educational director Penn Mutual. 


Cc. E. DeLong, general agent of the 
Mutual Benefit Life in New York City, 
will address an agency meeting of the 
F. W. Pennell agency of the State Mu- 
tual Life Monday. Mr. DeLong has been 
very successful in building a high type 
of agency organization. 





M 


al 


Pac 
reat 
life 
trac 
cop 
dra: 
exc 
tabl 
stre 
of t 
star 
of | 
wife 
arol 
hon 


topic 
Insu 
being 
sion, 
a pe 
thror 
of sc 
certa 
place 
gone 
Capit: 
tal c 
the | 
For 

the c 
main‘ 


Le 


t of 


arch 

eX- 

de- 
Aug. 
that 
e of 
sixth 
r to 


lec- 
ound 
ther 
with 
The 
lems 
tion, 
ervi- 
pical 
unc- 
ting; 
rood 
rsed 
ling; 
ound 
pri- 
iome 
arry 
out- 











May 29, 1931 


LIFE INSURANCE EDITION 


9 











Railway Man Gives Points 
on Copy for Publicity 





ESSENTIALS ARE PRESENTED 





Excellent Points Brought Out at Meet- 
ing of Canadian Life Insurance 
Advertisers Association 





MONTREAL, CANADA, May 28.— 
The Life Insurance Advertisers’ Asso- 
ciation, representing most of the life 
companies operating in Canada, held a 
conference here. A. L. Cawthorn-Page, 
Metropolitan Life at Ottawa, presided. 

H. M. Tedman, vice-president of J. J. 
Gibbons, Ltd., advertising agents, in his 
talk on the future of life insurance ad- 
vertising urged that the idea of life in- 
surance was not completely sold to the 
public, and that advertising must con- 
tinue to emphasize it. 


Railway Man Spoke 


J. Murray Gibbon, of the Canadian 
Pacific Railway, spoke as an average 
reader, and pointed out some details in 
life insurance advertising which at- 
tracted, and to others which marred the 
copy. In his opinion, the essentials are: 
dramatization by phrase and picture; 
excitation of human interest; and es- 
tablishment of public confidence through 
stress on the financial stability and age 
of the company. He criticized the con- 
stant appeal to men between the ages 
of 20 and 45. “If the interest of the 
wife, particularly a mother, has been 
aroused, you have a salesman in the 
home,” he declared. 


Radio Advertising 


Joseph Arbour, manager of the mar- 
ket survey and research department of 
La Presse, Montreal, referred to the 
French Canadian population, and said 
that advertising might be found of little 
value unless it was specially designed to 
appeal to that population. 

In a discussion on radio campaigns, 
opinions were expressed that too many 
appeals by individual companies become 
tiresome. <A joint campaign, properly 
timed, should advertise life insurance 
over the radio, leaving individual com- 
panies to capitalize the results through 
newspaper and advertising copy. 

W. S. Penny, superintendent of the 
Canadian department of the Sun Life, 
spoke on “What the Field Force Ex- 
pects of the Advertising Department” 
and William Wallace, supervisor of field 
service of the Confederation Life, re- 
versed the subject, indicating what the 
advertising department expected from 
the field force. 


H. E. North Banquet Speaker 


The banquet speaker was H. E. North, 
third vice-president and manager of the 
Metropolitan Life for Canada. His 
topic was “A Look Ahead in the Life 
Insurance Business.” New records are 
being established in a period of depres- 
sion, he said, and life insurance is like 
a powerful ship ever moving ahead 
through stormy waters. The outcome 
of social legislation he regarded as un- 
certain, but such changes had taken 
place in the past, yet the business had 
gone ahead. Life companies represent 
capital, however, and if any fundamen- 
tal changes occur in the social order, 
the first attack would be on wealth. 
For this reason it was advisable for 
the companies to work hand in hand to 
maintain the confidence of the public. 


Legal Advice on Investments 


Helpful analysis of the function of the 
legal department in connection with life 
imsurance investments was made by C. 
B. Bradley, general solicitor of the 
Prudential, at the annual meeting of the 
Association of Life Insurance Counsel at 
White Sulphur Springs, W. Va. Mr. 
Bradley told something of the lawyer's 











job at the inception of the investment, 
at some crisis during the continuance 
of the investment and at the liquidation 
of the investment. He examined some 
of the problems that commonly arise or 
that may arise at each of these three 
stages and treated each problem with 
great thought. 


State Mutual Life Meeting 





General Agents From the Eastern and 
Southeastern Sections Will Meet 
at Washington, D. C. 





State Mutual Life general agents from 
the eastern and southeastern sections 
will meet at Washington, D. C., June 8 
and 9. The home office will be repre- 
sented by President Chandler Bullock, 
Stephen Ireland, vice-president and 
supervisor of agents; R. B. Gordon, 
vice-president and supervisor of appli- 
cations; C. K. Fitzgerald, actuary, and 
I. T. F. Ring, general counsel. F. W. 
Pennell, general agent in New York 
City and vice president of the General 
Agents Association, will preside. Build- 
ing agency manpower and the conserva- 
tion of business will be the main sub- 
jects of discussion, 





See Some Possible Danger 
in the Investment Forms 





PRACTICALLY LOANS ON CALL 





Life Companies Fear Contingency 
Where Sudden Demand Might Lead 
to Considerable Embarrassment 





Some companies are getting away 
from writing contracts of almost an en- 
tirely investment nature. These are 
short term endowments whereby a very 
fine rate of interest is guaranteed, 
chiefly 4% or 5 percent. A company 
may issue a two year endowment and 
then allow the proceeds to be left with 
it or let it become a deferred annuity. 
Companies of size found that there was 
a big sale for such contracts because of 
the unsettled situation in the financial 
world. If from 4 to 5 percent would 
be paid on proceeds left with a life 
company, there could be no finer in- 
vestment at this time. 

However, it practically meant that 
this money was on call. If a company 
had sold a large amount of this busi- 
ness and there was a sudden demand 








for the money it might cause it great 
embarrassment. The Sun Life of Can- 
ada withdrew this contract and some 
other companies are shutting down very 
materially on it, fearing that too large 
an amount will be accumulated and in 
case of emergency might create serious 
complications. 


Danger in Investment Field 


Company officials realize that invest- 
ment policies of this nature could be 
readily sold and in a short time a com- 
paratively large amount of money could 
be acquired. While the company might 
be paying from 4 to 5 percent to policy- 
holders, it might not be able to loan this 
money so that it would yield that interest. 
Investment officers realize that they are 
confronted with a real problem these 
days in loaning money. They do not 
know what the future will bring forth. 
They may feel that they are taking the 
very best securities and yet the economic 
conditions may cause havoc and under- 
mine the finncial foundations. These 
companies, therefore, desired to get 
away from so much banking business. 


Dr. Rockwell's outline, “Practical Life 
Insurance Salesmanship,” boils down his 
teachings at Carnegie Tech and in his 
life insurance classes. Price, $1.25. 
Order from The National Underwriter. 





The 





ay Horoscope 


The Emerald is the May birth stone. 


People born in this month are of a happy, op- 
timistic and generous disposition. 


They have fine memories, are not very easily 
aroused to anger, but when goaded are some- 
times moved to fits of violent passion. 


Yellow and red are the lucky colors for May 


and should always be worn. 


May people are gifted with a lively imagination 
and a natural eloquence, and seem born for 


leadership. 


Men of this month who are engaged in the life 
insurance business make successful General 


Agents and Executives. 


However, the influence of companionship 
sways May people to a remarkable degree and 
consequently, if you are a life salesman but not 
now under contract the stars are cautioning 
you to select a Company that will afford you 
plenty of opportunity for advancement and a 
harmonious association—such as the Royal 


Union offers. 


Royal Union Life Insurance Company 


Des Moines, lowa 
A. C. Tucker, President 
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WHY 


NYNL 
R. H. Carter and V. L. Thompson, life insurance men of 
high standing and years of experience, were recently 
appointed as NYNL managers for Arkansas. They wrote 
and placed in the Arkansas Gazette an advertisement 


announcing their appointment, from which the following 
is taken: 


Cow. picked the Northwestern National 


Life for the following specific reasons: 


1. Age, size, strength and reputation in 
all of which respects the Northwestern 
National ranks among the first ten per 
cent of American Legal Reserve Com- 
panies. 


9. Sound and conservative investment 
program. Forty-four per cent of total 
assets in high grade bonds and cash, 
bonds showing present market value 
substantially higher than purchase price. 
No part of legal reserves invested in 
stocks of any character. 


3. Offers both participating and non- 
participating insurance at exceedingly 
favorable rates to policyholders. 


4. Highly developed agency training pro- 
gram, especially valuable to new men 
in the life insurance business. 
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NORTHWESTERN: NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, pacsivent 


STRONG~— Minneapolis Minn. ~ LIBERAL 


to Opportunity 














Philip Sess Tells Why 
1930 Should Show Increase 





GIVES PHILADELPHIA TALK 





Cites Figures of Life Insurance Sales 
Research Bureau and Experience 
of His Own Company 





PHILADELPHIA, May 28.—Ad- 
dressing the May meeting of the Phila- 
delphia Association of Life Underwrit- 
ers, Philip Burnet, president Continen- 
tal American Life, declared that not 
only is there no reason for life under- 
writers not writing as much business as 
in 1930, but that they should increase 
their production this year. He quoted 
actual figures to bear out his conten- 
tion that T. M. 


pression, as far as the life insurance man 
is concerned, is purely psychological | 
and paid a glowing tribute to Mr. Riehle 
and his “Call to Arms.” 


Four Facts to Support Argument 


Then he went on to give four facts 
to bear out his argument that conditions 
are not bad for life underwriters: 

“1. Take the Life Insurance Sales 
Research Bureau’s figures on the per- 
centage of companies showing an in- 
crease in March. The business as a 
whole was off 18 percent that month. 
But of the companies operating in Penn- 
sylvania, one-third reported an increase. 

“2. Take the Leaders Club of my 
company. So far this year, 38 percent 
have produced more business. Those 
38 percent showed an average increase 
of 50 percent. 

“3. Take every man in the company; 
38 percent of all our men show an in- 
crease, and the 38 percent show an av- 
erage gain of 70 percent. 

“4. Take the premiums of my com- 
pany. For January they were 78 per- 
cent of the same month last year, for 
February 90 percent, for March 98 per- 
cent, for April 101 percent, and for May 
to date they are 116 percent. 

“The readjustment not only can be 
made but is very effectively being 
made.” 


Four Points to Bear in Mind 


Then he gave four points for life un- 
derwriters to bear in mind: 

1. Select prospects with greater dis- 
crimination from the people not affected 
by the depression. 

2. Put on more steam and see more 
people. 

3. People are still buying life insur- 
ance and in greater volume. 

4. As long as that continues, the life 
insurance man will have no trouble. 

The nominating committee presented 
its report which was adopted: For 
president, Louis F. Paret, Provident 
Mutual; first vice-president, J. R. Mont- 
gomery, Berkshire Life; second vice- 
president, D. W. Donley, Travelers; 
treasurer, John N. Adams, Aetna. 


Columbia Life Meeting 


At the annual agency meeting of the 
Columbia Life held in Cincinnati Dr. 
C. J. Rockwell, the insurance educator, 
was the principal speaker. There was a 
strong feeling of optimism among those 
present for the prospect of the imme- 
diate future. 

A. J. Koeppe, actuary of the Columbia 
Life and a newly elected director, was 
another speaker who held the floor dur- 
ing the question and discussion session. 
C. F. Laughlin, president C. F. Laughlin 
Mortgage Company in Detroit, mort- 
gage correspondent for the Columbia 
Life, presented a cup to Frank Cross, 
Jr., for showing the greatest percentage 
of increase through business over the 
past year. 


Riehle was correct | 
when he asserted that the business de- | 
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Admissability of Insured’s 


Declarations Is Considered 











One of the several interesting and 
valuable papers at the meeting of the 
Association of Life Insurance Counsel 
at White Sulphur Springs was on “Ad- 
missibility of declarations of the insured, 
as against the beneficiary,” by Arthur S. 
Lytton, assistant general counsel Secu- 
rity Life of Chi cago. 

“It is one thing,” Mr. Lytton said, 
know, or be morally certain of the ex- 
istence of a fact, but it may be quite 
another to make competent proof 
thereof. In the case of misrepresenta- 
tions in the application for insurance, no 
proof is more convincing than the in- 
sured’s own admissions of the existence 
of the fact, in conflict or inconsistent 
with the representations in his applica- 
tion. 

“No evidence even equals the proba- 
tive force of his own expressions evi- 
| dencing knowledge or intent — matters 
is mental function. Yet, such statements 
are not always received in evidence. As 
to the beneficiary, they may be subject 
to objections as ‘hearsay.’ 

“Much has been written on the sub- 
ject, the reports are replete with con- 
flicting decisions, and many are _ ir- 
reconcilable. Declarations of the insured 
have been classified in numerous groups, 
and distinctions have been based thereon 
which are confusing and often illogical.” 





New York Life Men in Columbus 


More than 400 representatives of the 
New York Life in Ohio, Kentucky, 
Michigan and Indiana held a two-day 
meeting in Columbus, O., this week, that 
city having been selected because it 
ranked first among the cities in the dis- 
trict. C. T. Warner, Ohio superinten- 
dent of insurance, welcomed the visi- 
tors Monday afternoon. C. J. O’Con- 
nell of the home office spoke at a meet- 
ing Monday night on “Competition.” 
Second Vice-President L. Seton Lindsay 
was a speaker Tuesday. 


Railroad Brotherhood Meets 


HOUSTON, TEX., May 28.—Action 
was taken at the convention of the 
Brotherhood of Railroad Trainmen here 
increasing insurance reserve from $4,- 
000,000 to $6,000,000, discontinuing the 
writing of insurance policies in amounts 
of $3,500, $4,000 and $5,000 and here- 
after issuing only in amounts of $700,- 
$1,375 and $2,800; voting down a pro- 
posal to pay benefits pro rata monthly. 
The present policy of paying benefits in 
a lump sum thus is continued. 


Shattuc Illinois Manager 


T. S. Shattuc, a man of long life in- 
surance experience, mostly with the 
Mutual Life of New York, has been ap- 
pointed Illinois manager for the Great 
Southern Life, which has just entered 
Illinois. State headquarters have been 
opened at 166 West Jackson boulevard, 
Chicago. Mr. Shattuc started 14 years 
ago with the Mutual in Chicago under 
Darby A. Day, then sole manager for 
the city, and when the great agency was 
split up went with Herman Hintzpeter. 
Mr. Shattuc has specialized in business 
insurance, corporation and stock pur- 
chase plans. He is starting intensive 
development in the northern part of the 
state. 


Pen Sketch of Grant 


The Kansas City “Star” on May 17 
carried a cartoon and pen sketch ot 
President W. T. Grant, of the Business 
Men’s Assurance, it being one of a series 
of observations by R. B. Bowers. It 
deals with some of the characteristics of 
Mr. Grant and the more intimate steps 
in his career. One of Mr. Grant's ob- 
servations is of interest when he said, 
“I'd rather play golf than do anything— 
except sell insurance.” 
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Striking Picture of Modern 
Life Man Painted by Reese 





PROFESSIONALISM ESSENTIAL 


Philadelphia Manager in Interesting 
Talk at York, Pa., Gathering of 
Insurance Men 





The modern life underwriter is pic- 
tured in the statement of ideals of the 
American College of Life Underwriters, 
Joseph H. Reese, manager Insurance 
Trust Associates, Philadelphia, said in 
his paper on that subject at Pennsyl- 
vania Insurance Days, York, Pa. 

“It has been said that ‘it is easier to 
make a professional success of your busi- 
ness than a business success of your 
profession,” he said. “Professional 
men succeed over a period of years by 
the ability to keep abreast of the de- 
velopments in their profession. Life 
underwriting certainly is no exception 
to this rule, and a careful analysis of the 
development of the business of life in- 
surance compels an appreciation of the 
extent to which the individual life under- 
writer must develop in order to keep 
pace with the expansion of his business. 


“Expert” Is General Practitioner 


“We hear a great deal about the so- 
called specialists in various forms of in- 
surance, but I have yet to meet an out- 
standing successful underwriter who is 
not in the last analysis a mighty cap- 
able general practitioner. 

“Let us examine this so-called modern 
representative of the underwriting pro- 
fession and see wherein he differs from 
his predecessor. In the first place, he 
is gradually ceasing to be the tempera- 
mental prima donna that John A. 
Stevenson once described him, and has 
become a practical business man with, 
we hope, professional ideals. 

“He realizes that competitive figures 
merely stimulate the prospect’s desire 
to talk to his competitor and it is the 
plan he has presented which really 
counts. He has found that the pros- 
pect he approaches has a fairly sound 
knowledge of life insurance itself and 
what he wants is the application of it 
to his affairs. 

“Strangely enough, he has discovered 
that logic has a place in the insurance 
sales talk as well as sales psychology, 
with a corresponding reduction in sales 
resistance. The introduction of logic 
has stimulated a greater demand for 
knowledge along lines previously be- 
lieved to be foreign to our business. 


Many Subjects Now Important 


“Business law, the problems of wills, 
estates and trusts, business economics, 
sociology, and kindred subjects have 
suddenly become important to him. 

“The life insurance trust and business 
insurance approach have increased the 
thirst for knowledge. The trust insti- 
tutions of this country have placed in his 
hand an extremely well advertised addi- 
tion to his kit of tools. 

“Programming gave us the prelimi- 
Mary training by encouraging the dis- 
cussion of the policy options with our 
Prospects in relation to their personal 
problems. The life insurance trust has 
created for us an additional option of 
settlement, possessing an elasticity not 
available under the contractual relation- 
ship of the policy options. 

“The discretionary facilities frequently 
necessary where the insurance estate is 
substantial and the family problem com- 
plex, has developed a cooperative effort 
between the fiduciary institutions and 
the life underwriters which has been 
extremely helpful to both. -However, 
we must not regard the trust institution 
or its representatives as a glorified form 
of subagent to do our selling for us, or 
as a fertile source of prospects. 

“The modern life underwriter has 
much additional knowledge on which 
to base his efforts. There are many 
audit or analysis systems which when 





intelligently and ethically used lead to 
a sense of obligation on the part of the 
prospect for services rendered. 

“Probably the most interesting serv- 
ice that the modern life underwriter has 
available is the vast opportunities of the 
so-called business insurance, as we have 
come to know it. 


Vital to Know Business Terms 


“Many underwriters have been reluc- 
tant to attempt an approach on any 
stock or partnership retirement plans, 
because of the feeling that it presents 
too many complications. It is certainly 
necessary that we have a sound knowl- 
edge of business economics, some knowl- 
edge of corporation law, surely a thor- 
ough knowledge of stock valuation meth- 
ods, credit principles, the various types 
of business associations, taxation, and a 
general outline of what should be con- 
tained in a business insurance agree- 
ment.” 


S. G. Allen Is Appointed 


S. G. Allen has been appointed as- 
sistant agency manager of the Equitable 
Life of New York in the L. H. Kellogg 
agency, Chicago. He takes charge of a 
new unit in additional space which has 
been taken by Mr. Kellogg in the State 
Bank building. Mr. Allen has had three 
and a half years’ experience. 


Coffin Gives Some F cane 


as to Building Agencies 


NEW MEN NEED SUPERVISION 





Draws on the Experience of the Penn 
Mutual to Show Cost of 
Production 





NEW YORK, May 28.—A course of 
six lectures given by the Life Insurance 
Sales Research Bureau will be spon- 
sored by the Life Managers Association 
of New York for the benefit of its mem- 
bers, it was decided at the spring meet- 
ing. The lectures will be under the su- 
pervision of J. M. Holcombe, Jr., man- 
ager of the bureau. Each member 
agency may send two representatives to 
the course,expenses of which will be 
borne by the association as a whole. 


Coffin Was Speaker 


V. B. Coffin, educational director of 
the Penn Mutual Life, was the speaker 
who followed the business meeting. 
Mr. Coffin substituted for H. D. Hart, 
who was scheduled to speak but was un- 
able to attend on account of illness. 
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Mr. Coffin told of the facts which 
have been revealed by the agency build- 
ing work of his company, as to material 
to be given to new agents, the method 
of its presentation and the type of in- 
structors best suited to the teaching of 
life insurance selling. Mr. Coffin is an 
advocate of close supervision of new 
men, and believes an instructor should 
have great patience and should not be 
too engrossed in figures and statistics. 


Should Be More Chedk Up 


More attention will be given in the fu- 
ture to checking up on the acquisition, 
cost not only of new life insurance but 
of new agents, Mr. Coffin said. It was 
found among Penn Mutual agencies, he 
said, that to put on an extra million of 
new business per year it required the 
addition of 19 new men on the average 
among those agencies where new men 
were adequately supervised, while the 
same amount of new business necessi- 
tated the addition of an average of 44 
new men in the agencies which were not 
so well organized in their system of in- 
struction. 

R. G. Engelsman, general agent of the 
Penn Mutual and chairman of the ad- 
vertising committee of the New York 
City Life Underwriters Association, re- 
ported on the progress of the proposed 
1 newspaper advertising campaign. 
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SIMON HAS APPENDICITIS has revitalized the agency forces all 

L. G. Simon, president of the New | 0Ver the country in the short space of 
York City Life Underwriters’ Associa- | three years. Mr. Hart has an excep- 
achievement behind 


tion and widely known as an insurance 
author and a million-dollar producer of 
the Equitable Life of New York, is in 
Roosevelt hospital recovering from an 
appendicitis operation. He suffered an 
attack while motoring from San Fran- 
cisco to Los Angeles with Charles 
Goodman and James Hammil of the 
Equitable and was compelled to remain 
at Del Monte for an extra day. He re- 
covered in time to go to Los Angeles 
and fulfill his speaking engagement at 
the sales congress there. 
ARE BUYING BONDS 


Retail bond salesmen here report that 
life companies and banks are taking a 
greatly increased share of high grade 
bond offerings. These wholesale trans- 
fers are beginning to be felt by the re- 
tail salesmen, according to some of the 
latter, as it affects the selection of what 
they can offer, a condition which would 
be more marked if the retail bond mar- 
ket were livelier. 

* * x 
HUGH HART’S FUTURE 


New York life men are very much 
interested as to what H. D. Hart, vice- 
president of the Penn Mutual Life, will 
do. There is no question that Mr. Hart 
has proved himself to be one of the 
outstanding agency executives and one 
of the best “finds” among life insurance 
nianagers in a decade. During the three 
years that he has been in charge of the 
Penn Mutual’s field forces he has in- 
creased the company’s business by 50 
percent and laid the foundations for a 
greater Penn Mutual. The company 
will undoubtedly continue very much 
on the lines laid down by Mr. Hart who 





tional record of 
him. He helped build up a wonderful 
agency for the Aetna Life in his home 
state of Arkansas; then, as a member 
of the firm of Hart & Eubank, he 
helped build up a 60 million dollar 
agency in New York City for the Aetna 
Life. 

It is understood that Mr. Hart may 
possibly accept an offer which will take 
him out of the life insurance field en- 
tirely, but his friends in New York 
would dislike to see him leave the life 
insurance business in which he has 
made such a brilliant record and hope 
that he will remain in the business. He 
is now taking a few months rest after 
his strenuous work with the Penn Mu- 
tual. As he is only 41 years of age, his 
friends believe that should he decide 
to remain in life insurance he will yet 
make a decided contribution to the busi- 
ness in which he is so much interested. 

*x* * x* 
RIFKIN WITH BOYD AGENCY 


A. S. Rifkin, former associate man- 
ager in the New York office of THE 
NATIONAL UNDERWRITER and for the past 
year manager of the accident and health 
department of the Commercial Cas- 
ualty’s Brooklyn office, will join the 
Boyd agency of the New England Mu- 
tual Life as brokerage manager. The 
office is at 16 Court street, Brooklyn. 
Mr. Rifkin has gained a wide acquaint- 
ance among life men and has made a 
very successful record with the Com- 
mercial Casualty. 

x * x 
HOME LIFE’S NEW SERIES 


The Home Life has just issued a set 
of four booklets entitled “Facts for 





Home Life Men.” The set is designed 
for new men as well as experienced un- 
derwriters seeking new ideas and im- 
proved methods. It was compiled and 
edited by C. C. Nash, Jr., director of 
publicity. 

Each booklet takes up a definite 
branch of insurance salesmanship. The 
first, “What to Know,” summarizes the 
essentials of the business and the Home 
Life in particular. The second, “What 
to Do,” is designed to help the agent 
to get on an organized plan of opera- 
tion and is equally valuable to the ex- 
perienced underwriter and the beginner. 

The third booklet, “How to Sell,” 
presents the general subject of selling 
and gives the selling ideas of some of 
the most successful producers. “What 
to Say,” the fourth in the series, con- 
tinues the latter idea, giving a number 
of different types of sales presentations 
that have been used by some of the 
leaders. 

x * * 
SUN LIFE INVESTMENTS 


The denied report that the Sun Life 
of Canada is liquidating some of its 
common stock holdings at the present 
prices was interesting to New York 
company officials who have been watch- 
ing the Sun Life investment policy in 
the United States. The Sun Life has 
been a bull on the better class of United 
States investments, possibly even more 
so than United States investors them- 
selves. “We have not sold a share at 
anything like present prices” was the 
statement made by E. A. MacNutt, 
treasurer of the Sun Life, in reply to 
an inquiry, and President Macaulay 
stated, “We have not sold a share of 
any stock for months.” 





“The Insurance Salesman” listed Ely 
Goldburg of Houston, Tex., as the 
leading producer of the Volunteer 
State last year. He was the leading 
producer of the Southern States Life 
which the Volunteer took over. J. W. 
Bishop, Chattanooga, home office man- 
ager of Volunteer State, is its leader. 





How Harry Seay, Jr., Stuck 
His Heel in Southland Soil 


DALLAS, May 28.—If earnestness, 
a remarkable love for the business he 
is entering and native ability to get at 
underlying and fundamental principles 
count for anything, the insurance world 
has just received a new personality 
which it will much remember. 

Monday morning, May 4, a quiet, 
plainly-dressed young man_ took his 
place at a desk in the actuarial depart- 
ment of the Southland Life at Dallas. 
The young man was Harry L. Seay, 
Jr., but an indication of his tempera- 
ment and his desire to move along “un- 
der his own steam” is contained in the 
fact that he was registered on the em- 
ployment books as plain “Harry Seay.” 
Inquiry discloses the information that 
it is his desire to spend enough time 
in each and every department of the 
company to know in detail exactly what 
part that department plays in the com- 
plicated mechanism of a life company. 
This is entirely his own idea. 

“You cannot possibly put a watch 
together,” says this surprising young 
man, “unless you know what each 
spring and wheel and screw is for.” 

Harry Seay has already “done 
things.” He completed his preparation 
for college at Terrill School in Dallas, 
entering Princeton in 1926, with an un- 
usually fine scholastic record behind 
kim. That he did not miss any oppor- 
tunity to get everything that Princeton 
has to offer in the way of education is 
attested by the fact that he was an 
honor graduate from that institution in 
1930. Immediately after graduation the 
boy was told that his father was ready 
to make good his promise of a reward 
for honors won at Princeton. The re- 
ward was a year’s trip abroad. He com- 
pleted this trip in about eight months. 
Returning home May 2, he “went to 
work” May 4 as Mr. Seay, and not as 
the son of the president. 
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LIFE INSURANCE EDITION 








Adapting Plans 
to New Conditions 


(CONTINUED FROM PAGE 3) 


same but whose expenses are lower. 
When our agents see prospects, let them 
endeavor to ascertain about indebtedness 
and the rate of repayment, so that they 
may sell term insurance now to cover 
the debt and later when it is repaid, con- 
vert to a higher premium plan. Any 
number of people are paying $25 to $100 
or more per month on a debt. We 
should know when this debt will be paid 
so that we can then divert at least a part 
of this sum to the purchase of insurance. 


What Some Agents Are Doing 


“One agent seeing the need and desire 
for safe investments on the part of his 
clientele is Dix Teachenor of the Kansas 
City Life. Last year he collected $375,- 
771 of first year premiums or an average 
of $2,573 per application and $343 per 
$1,000. His sales were $1,197,000— 
nearly all single premium life and en- 
dowment. Quoting his wonderful record 
reminds me of another. 

“In 1929 Ray Sufferon of the Ameri- 
can Life in Detroit paid for $747,000. 
Last year in 1930 he renewed all this ex- 
cept one $2,000 policy—all in the city of 
Detroit and its suburbs south to Mon- 
roe. I formerly lived in Detroit and I 
know that this part of Detroit was more 
depressed in 1930 than most of the 
country 


Acacia Mutual’s Experiment 


“I suppose we shall always direct our 
energies in accordance with our own 
ideas as to what our customers need 
and desire. Occasionally a method is 
devised to take a census of what people 
are thinking about. Last winter the 
Acacia Mutual Life sent each policy- 
holder four coupons, requesting that he 
return the coupon which interested him 
the most. 42% of the replies expressed 
an interest in a monthly income for old 
age. 16% used the coupon describing 
the 20 payment life but containing as a 
part of the descriptive matter the follow- 
ing sentence: 

“*Your investment continues to pile up 
(after the 20 payments have been made) 
so that when you get to be 60 or 65 you 
will have enough money to give you an 
income for all the rest of your life.’ 

“23% desired to arrange for a Christ- 
mas present of $100 or more for a loved 
one as long as he or she lives, and only 
19% asked for further information con- 
cerning a term to age 65. To me the 
results of this study are very significant. 
Not only were the answers indigative of 
a desire for protection against old age 
but 81% of those replying evinced an in- 
terest in insurance payable in install- 
ments. 


Combination Plan Suggested 


“One of the most appropriate plans 
for the present is a combination of in- 
surance to age 60 or 65 and a monthly 
life income thereafter—the monthly in- 
come being guaranteed for 100 or 120 
months. More and more companies are 
issuing this form. An advantage of this 
policy is the emphasis it places upon in- 
come—the prospect knows that he is 
spending, say $600, per month now. 
When we attempt to sell him sufficient 
msurance to guarantee the continuance 
of an income of $400 per month in his 
old age we bring to his attention the 
measure of the amount of insurance he 
needs, in a form which is readily under- 
Standable. This is demonstrated by the 
experience of companies with the family 
imcome plan. One company told me last 
fall that the family income plan was aver- 
aging for them a policy of $4,700—the 
ultimate amount only being considered— 
as against $1,800 for their other plans of 
msurance. Two other companies told 
me that their average family income 
policies were running in excess of $6,500. 
The testimony of nearly all who 
answered was to the effect that this plan 





was being issued in policies for a larger 
amount than other forms. 

“Since the stock crash there has been 
considerable demand in New York for 
annuities, the purchasers desiring to 
secure an absolutely safe investment 
which nothing could take away from 
them. Mrs. Armour has recently put 
$2,150,000 into an insurance annuity. I 
believe that in the next 10 years men 
who have been purchasing insurance for 
death protection only and who have 
regretted the necessity of taking even 
ordinary life will come more and more 
to the practice of making of insurance a 
back-log against the necessities of old 
age as well as protection against death. 

“Those of us who have substantial 
cash values as a result of premiums paid 
in the last eight or ten years have equi- 
ties worth from 10 to 35 percent more 
than the dollars deposited because of the 
increased purchasing power of money.” 


American Central Club Meeting 


The American Central Life Field 
Club will hold its annual convention in 
Indianapolis, May 30-June 1. The pro- 
gram includes the 500-mile automobile 
race May 30, the inspection of the com- 
pany’s beautiful new home office build- 
ing May 31, a play presented by the 
American Central Employes Association 





in the new auditorium the 
May 31, the regular business session all 
day June 1, followed by a banquet and 
dance in the evening. 


Hold Minneapolis Congress 





More Than 400 Life Underwriters From 
Northwest Hear Notable Speakers 
at Annual Sales Institute 





MINNEAPOLIS, May 28.—The an- 
nual sales institute of the Minneapolis 
Association of Life Underwriters was 
held here Monday with 400 in attend- 
ance. Prominent speakers addressed the 
gathering, the talks featuring the rela- 
tionship of the insurance man with the 
public. 

O. J. Arnold, president Northwestern 
National, pointed to the performance of 


life insurance the last 18 months as a 
vindication of public confidence, and 
urged ever agent to charge himself 


with a share of the responsibility of pre- 
serving this confidence. 

A wide field in educational activity is 
still open to the life insurance business. 
H. T. Wright, president Chicago asso- 
ciation, told the gathering. National 
newspaper advertising campaigns to in- 
form the policyholder and others will, 


evening of|in time, open a new and fertile field 
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for the agent, he said. 

Others who spoke were A. E. N. 
Gray, assistant secretary Prudential; J. 
W. Yates, Detroit, general agent Massa- 
chusetts Mutual; John D. Morrell, Chi- 
cago, assistant manager Equitable Life, 
and A. C. Hoene, Duluth, manager 
Northwestern Mutual. 


Home Life of N. Y. Figures 


In the annual statement section of the 
Little Gem Life Chart for 1931 the lines 
for 1928 and 1929 have become trans- 
posed for certain items of disbursements 
of the Home Life. These items are sur- 
rendered and ceased; dividends paid 
policyholders; total paid policyholders; 
expense of management and total dis- 
bursements. As these figures now stand 
the impression is given that expenses 
were abnormally high in 1928 with a de- 
cided drop for 1929. The correct figures 
are given herewith: 





1928 1929 
Surrend. and ceased.$1,585,464 $1,842 
Div. pd. policyholders 2,015,577 ‘ 
Tot. pd. policyholders 6,689,136 51,5 
Exp. of management. 2,679,031 5,097,261 
Total disbursements. 9,501,250 11,110,902 


Postal National Life of New York 
licensed in Illinois 


has been 











LIFE AGENTS 


Since the inception of Life 
Insurance members of your pro- 
fession have been instrumental 
in insuring the success of their 
Often times to the extent 
that they have forgotten that they 
too would some day have to meas- 
ure their own success. 
your case. Are you satisfied that 
you are successful or that you are 


clients. 


becoming so?r 


immediately in order that we may 
show you how we can insure your 
success, at the same time insur- 
ing the success of your clientele. 


Address your communications to 


The Minnesota Mutual Life Insurance Company 
St. Paul Minnesota 


Analize 


If not, write us 
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Ample Surplus Should Be Built 


AS THE effect of the business depression 
begins to show itself more acutely in finan- 
cial institutions, the need for adequate re- 
serves and ample surplus is more and 
more indelibly impressed on the mind. A 
few years ago, for example, life insurance 
was moving along under fair skies and with 
just enough wind to make the sail invigor- 
ating. The few clouds appearing now 
and then were not ominous. Even the 
frightful farm cataclysm did not seem 
alarming for a few years. Now compa- 
nies are struck amidship with a storm of 
cyclonic dimensions. 

All sorts of innovations came into play 
during the time of sunshine and fair 
weather. Almost every experiment seemed 
to work. Life insurance took on a num- 
ber of side shows, so to speak. There was 
a departure from the old time central idea 
that had worked successfully. Various 
attachments and practices came into vogue. 
Some have been most costly. There have 
been introduced factors that were shunned 
in days gone by as being potentially dan- 
gerous. There has been a launching: out, 
an expansion, a reaching afar. Something 
of the boom spirit came into life insurance. 
Old fashioned notions were often cast 
aside. 

A combination of circumstances has had 
a real effect on the life insurance finan- 
cial structure. With it all, legal reserve 
life insurance has withstood every attack. 
Business and financial enterprises of all 


kinds have failed in large numbers but the 
life insurance legal reserve system, shaken 
here and there somewhat, has not been in 
imminent danger. At the same time we 
must recognize conditions as they exist. 

It was a wise move for the MUTUAL 
Benerit Lire, for example, to announce 
that it would readjust its dividends. Mu- 
tual policyholders cannot expect compa- 
nies to pay the same dividends in times like 
this that they did when the profits were 
much larger. The very essence of mu- 
tualism in life insurance is flexibility in 
net cost according to earnings. It is a 
dangerous policy for a company to feel 
that it can maintain a very liberal divi- 
dend schedule through thick and thin if 
its surplus has to be drawn on and the 
strain becomes great merely to hold to a 
record. 

Many companies need a larger margin of 
surplus safety. While so-called low priced 
policies could be written in ordinary times, 
in our opinion it is poor business form to 
conduct any department or carry out any 
program that means a_ possible loss. 
Chances should not be taken in life insur- 
ance if the hazard be great. The legal re- 
serve life insurance system should be kept 
impregnable. To do that greater safe- 
guards are needed. There should be a big 
enough surplus to take up all possible slack 
and have a sufficient margin of safety. 
There is more to be thought of in life in- 
surance than competition on net cost. 


Soundest Stock Is Common Sense 


A writer the other day made the re- 
mark that the soundest stock that a 
person could possess these days is sound 
common sense. There is much in that 
observation. In these times of stress 


and turmoil, when people are more or 
less agitated and many have a case of 
nerves, there is a big advantage in being 
composed and seeing everything possible 
in its right perspective. 


Every Extra Effort Pays Well 


Durinc this time when the business 
world is muddled and the skies are not 
clear, when business enterprises are be- 
ing tested to their utmost, those who 
are fortunate enough to be employed 


should realize that every extra effort 
pays well. If necessary, we should put 
on additional steam and work a little 
harder. Results obtained fully justify 
the additional effort. 








PERSONAL SIDE OF BUSINESS 











Mr. and Mrs. A. O. Eliason announce 
the engagement of their daughter, 
Louise, to N. F. Winter of St. Paul. 
Mr. Winter is associated with Mr. Elia- 
son who is head of the Eliason agency 
of the Minnesota Mutual Life at St. 
Paul and Minneapolis. 


B. S. Graham, vice-president Brook- 
lyn National Life and New York state 
vice-president of the American Life 
Convention, has been receiving con- 
gratulations on the birth of a son, Ben 
Sanborn Graham, Jr. 


A. D. Nortoni, vice-president and gen- 
eral counsel Continental Life of Mis- 
souri, has been appointed by Governor 
Caulfield to serve on the St. Louis cir- 
cuit court bench to fill out the unex- 
pired term of the late Judge V. H. 
Falkenhainer. Judge Nortoni formerly 
was a judge of the St. Louis court of 
appeals, sitting on that tribunal from 
1904 to 1916. 


Mott V. Hyde, New Castle, Pa., who 
is attached to the A. H. Bennell agency 
of the Mutual Life of New York in 
Pittsburgh, was the company’s leader 
in April in point of number of lives in- 
sured. He stood 20th in paid for busi- 
ness during the same month. Mr. Hyde 
has been 88 times on the Mutual Life’s 
leaders’ list for amount of paid for busi- 
ness or number of lives insured. He 
has averaged over 200 lives insured each 
year for the past nine years. 


Judge Ruby Laffoon, Democratic 
nominee for governor of Kentucky, has 
had considerable experience in insurance 
matters, having been at one time head 
of the Kentucky insurance department. 


Following a major operation in Kan- 








WEBB 


WALTER E. 


Walter E. Webb of Chicago, execu- 
tive vice-president of the National Life, 
U. S. A., who is chairman of the pro- 
gram committee of the American Life 
Convention for its annual meeting in 
Pittsburgh next fall, is now gathering 
together talent and putting some hard 
licks on the schedule of events. Mr. 
Webb served last year as chairman of 
the agency section. He is chairman of 
the Life Agency Officers Association. 








sas City three weeks ago, Mrs. R. §, 
Tiernan, wife of the president of the 
American Savings Life, has returned 
home. 














LIFE AGENCY CHANGES 








Harrison Takes Georgia Post 





Becomes General Agent There for 
Connecticut Mutual, With Head- 
quarters in Atlanta 





W. J. Harrison, Jr., of Little Rock, 
has been appointed general agent for 
the Connecticut Mutual Life for Georgia, 
with headquarters in the Grant build- 
ing, Atlanta. He will assume the duties 
of Oscar Palmour, who after serving 
for a period of over 20 years, desires 
to devote his entire time to personal 
production. For a number of years Mr. 
Harrison was general agent for the 
Home Life of Arkansas at Little Rock 
and more recently acted as home office 
supervisor for the Penn Mutual Life. 

For eight years Mr. Harrison has 
been a member of the million dollar 
round table of the National Association 
of Life Underwriters and holds the 
degree of C. L. U. He is a graduate of 
the University of Arkansas, where he 
played fullback on the varsity eleven. 





L. J. Bryan 


L. J. Bryan, formerly with the Equi- 
table of New York, has been made 
branch manager for the Earle M. Moore 
agency of the National Reserve Life of 
Topeka at Kansas City. The Moore 
agency has placed 27 men under con- 
tract since March 16, all producing. 





Capitol Life of Denver 


The Capitol Life of Denver has an- 
nounced a number of new agency ap- 
pointments for the northwest. F. L. 
Lilburn, Salem, Ore., will be general 
agent for western Oregon and G. H. 





Blinn, Boise, Ida., will be general agent 
for eastern Oregon and western Idaho. 





Hussey & Hussey 


Hussey & Hussey, Topeka general 
agency, one of the old Kansas general 
agencies, has been appointed general 
agent for the Equitable Life of Iowa, 
and will cover central Kansas. Ted 
Hussey is manager of the life depart- 
ment. 


F. H. Ahrens 


F. H. Ahrens has been appointed as- 
sistant supervisor of southern California 
by the American National of Galveston. 
He was formerly assistant superintend- 
ent of the Western & Southern Life at 
Jackson, Mich. 





Life Agency Notes 











Walter F. Schwall of the Cleveland 
branch has been appointed agency as- 
sistant of the Sun Life of Canada at 
Columbus, O. 

B. P. LaFitte, branch manager in 
Shreveport, La., for the Acacia Mutual, 
has been appointed general agent there 
for the Lamar Life. 

The Travelers is now being repre- 
sented in St. Joseph, Mo., by Leo Ander- 
son, after 18 years in the McDonald 
agency there. 

R. L. MeCoy has been appointed as- 
sistant manager for the Prudential in 


Sioux Falls, S. D. He has an office 
in the Boyce-Greely building. 
Assistant Superintendent Fred L. 


Bailey of Clinton, Ind. (Terre Haute dis- 
trict) has been promoted to superintend- 
ent of the Quincy, IIL, district of the 
Prudential. 

G. Fraser Webster has been appointed 
manager of the Rochester, N. Y., office 
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16 
of the Mutual Benefit Life, which oper- 
ates under the Clay Hamlin general 
agency at Buffalo. 

Gordon FP. Case has been appointed 
manager of the annuity department of 
the Earle M. Moore agency of the Na- 


tional Reserve Life of Kansas City. The 
department is a new one, created to train 
men exclusively for annuity sales. 
Delbert Roberts of Topeka has been 
placed in charge of a new district created 


by the New England Mutual Life, com- 
prising about a dozen counties in south 
central Kansas with headquarters at 
Wichita. 

W. T. Seott Kretz, who becomes asso- 
ciated with the Dallas agency of the 


Life Insurance Company of Virginia, has 
had a long banking experience. Mr. 
Kretz resides at his birthplace, the an- 
cestral home of his grandfather, Col. 
W. T. Scott, built in 1840 at Scottsville. 
He was recently branch manager of the 
Security First National Bank & Trust Co. 
of Los Angeles. 








Eastern States 
Activities 


Knights Life in New Home 








Pittsburgh Company Dedicates New 
Structure at Public Reception and 
Ceremonies This Week 





The new home office building of the 
Knights Life at Ridge and Galveston 
avenues, Pittsburgh, was dedicated with 
exercises in the assembly hall Wednes- 
day morning, followed by public recep- 
tion and community welcome in the 
afternoon and evening. The new home 
office building was formerly the resi- 
dence of William Penn Snyder. It is 
a handsome structure of classical de- 
sign and is well adapted to office pur- 
poses. 

The president of the Knights Life is 
J. H. Reiman; vice-president is P. J. 
Hess; treasurer, Louis Seethaler, Sr.; 
medical director, Dr. J. C. Hierholzer; 
superintendent of agencies, W. C. Ley; 
actuary, F. M. Speakman. 


Vermont Congress Program 


The annual sales congress of the Ver- 
mont Association of Life Underwriters 
is to be held at Rutland, Vt., June 26. 
The morning will be devoted to golf 
and the afternoon to business. Speak- 
ers will include R. C. Ellis, general 
agent Home Life in New York; V. T. 
Kenney, Connecticut Mutual general 
agent in Boston; S. G. Dickinson, Life 
Insurance Sales Research Bureau. 


Boyce Agency’s Record 


On May 21 the W. L. Boyce agency 
of the Equitable Life of New York at 
Syracuse answered the challenge issued 
by the Nelson agency in Iowa for a 
one-day campaign in production with a 
one-day testimonial in honor of Man- 
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Sales Increase 


Illinois Life 





State Chamber of Commerce Gives 
Figures on Production in First 
Four Months 





Life insurance sales in Illinois the 
first four months of 1931 swelled to 
well over $250,000,000 according to the 
monthly report from the insurance de- 
partment of the Illinois Chamber of 
Commerce listing April, 1931, sales at 
$67,327,000 and the four months total 
at $252,267,000. April insurance sales 
decreased $1,350,000 in comparison with 
March but the total was $8,126,000 
larger than for February and $10,265,- 
000 better than January. April, 1930, 
sales totaled $78,216,000. The percen- 
tage decrease for Illinois in April as 
compared to the same period a year ago 
was 2 per cent under the average de- 
cline for the entire United States. 
Thirty-two per cent of the Illinois com- 
panies reported gains for the month. 


License Revocation Proposed 


Revocation of license is the penalty 
provided in a Wisconsin bill for agents 
withholding or converting to their own 
use premiums they collect or failing to 
transmit application to the companies. 
Violators would be barred from having 
the license renewed for not less than six 
months or more than three years. 


Brucker Signs Fraternal Bill 


LANSING, MICH., May 28.—Frater- 
nal benefit societies will be able to offer 
their members in Michigan a _ wider 
choice of beneficiaries in the future as 
the result of the approval by Governor 
Brucker of the Haight act amending the 
fraternal benefit law so that relatives 
need no longer be exclusively selected 
as beneficiaries. 


C. L. U. Classes End 


The C. L. U. classes being conducted 
at Northwestern University in Chicago 
by E. T. Lothgren of the Northwestern 
Mutual there, ended with examinations 
for the life insurance principles and 
practices section. Classes were attend- 
ed by representatives of 15 life compa- 
nies, as well as several university stu- 
dents. The same courses will be of- 
fered next year. Mr. Lothgren also is 
conducting a C. L. U. class in his own 


office where 22 Northwestern Mutual 
men are taking the work. 
Northwestern University is one of 


the institutions of higher education that 








ager Boyce’s birthday. The Boyce 
agency secured 438 applications with 
$2,591,841. This exceeds the previous 
record by $1,100,000. 





is giving active cooperation to the C. 
L. U. movement. It is conducting reg- 
ular classes covering all subjects in- 
cluded in the C. L. U. work. 


Spaulding Agency Closes School 





R. E. Spaulding, manager Mutual 
Life of New York in Chicago, has 
closed a ten weeks’ course of instruc- 


tion in his agency, completing 10 even- 
ing sessions held every Tuesday, the 
average attendance being 34. Manager 


| Spaulding finds that the production on 
part of students during the time they 
took the course has been very satisfac- 
tory. The number of applications writ- 
ten in the Spaulding agency so far this 
year exceeds the record for the corre- 
sponding period of 1930. 


May Qualify for Life Only 


A foreign life, health and accident 
company, whose capital is insufficient to 
secure an Illinois license to write all of 
these classes, may be licensed to engage 
only in the life business if its capital 
qualifies it for that purpose, according 
to the holding of Attorney General 








Carlstrom. 











IN THE MISSOURI VALLEY 











New England Mutual Meets 


lowa and South Dakota Agency Force 
Gathers at Clear Lake in 


Convention 


The annual convention of the Iowa 
and South Dakota agency of the New 
England Mutual Life is taking place this 
week at the South Shore Country Club, 
Clear Lake, Ia., in charge of C. N. An- 
derson, general agent at Des Moines. 

Glover S. Hastings, superintendent of 
agencies; Will Noble, Omaha general 
agent, and Mrs. Noble; E. E. Smith, 
educational director for the Equitable 
Life of Iowa, and Mrs. Smith, are spe- 
cial guests. 

The wives of the insurance men in 
the organization, known as the Priscil- 
las, will hold their own meetings in 
connection with the convention and will 
have charge of one of the general eve- 
ning programs. 

Mr. Hastings addressed the Mason 
City Life Underwriters Association at 
the Clear Lake Country Club Wednes- 
day evening. 


Benefit Association Bill Vetoed 


“ 


On the grounds that it is “unsound in 
principle,” Governor Caulfield of Mis- 
souri vetoed the bill which sought to 
exempt from state regulation and taxa- 
tion mutual benefit life and accident in- 
surance associations operating in Mis- 
souri. The governor says 

“The scheme of insurance practiced 
by these associations is frankly con- 
ceded by proponents of the bill to be 
actually unsound. Sooner or later the 
people paying in their money are bound 
to lose. It is the very thing that has 
been abandoned by certain fraternal so- 
cieties, because unsound. Moreover, it 
is inconsistent with the accepted prac- 
tice of regulation and supervision of in- 
surance that certain groups shall operate 
without regulation while others in the 
same field are regulated.” 

He also stated that the bill failed to 


remove such organizations from com- 
plete regulation, as they would still be 
subject to supervision under the general 
laws, although the measure sought to 
declare certain associations not life in- 
surance companies. 


Chiropractors Disqualified 


A chiropractor is not authorized to 
act as a medical examiner for an insur- 
ance company in Iowa, Attorney Gen- 
eral Fletcher of that city has held in an 
opinion to the state board of chiropractic 
examiners. Only physicians licensed to 
practice medicine and osteopathic physi- 
cians are qualified to make insurance 
company examinations. 


Missouri Valley Notes 

Leo Higley, agent Central States Life 
at Rolla, Mo., was recently elected mayor 
of that city. 

R. J. Callahan, attorney, has been ap- 
pointed receiver for the Beacon Life 
Association, formerly of Iberia, Mo., and 
the Interstate Protective Association of 
Mountain Grove, Mo., assessment con- 
cerns which recently moved to St. Louis. 





Lee Herdman Appointed 


Nebraska Commissioner 


LINCOLN, NEB., May 28.— 
Lee Herdman, Omaha attorney 
who specialized in insurance and 
commercial law, has been named 
Nebraska insurance commissioner 
by Governor Bryan. He is to take 
charge June 1 at $4,000 a year. He 
will also be head of the state se- 
curities bureau. He succeeds J. 
L. Kizer, who retires from state 
service. Mr. Herdman was at one 
time receiver for the Lion Bond- 
ing of Omaha, and also for four 
years clerk of the supreme court. 
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IN THE SOUTH AND SOUTHWEST | 














May Test Alabama Tax Law 


Companies and State Agree to Let 
Courts Decide on Credit on 
Invested Funds 








MONTGOMERY, ALA., May 28.—A 
tentative agreement has been reached 
between Forney Johnston, Birmingham, 
representing several large insurance com- 
panies, and the Alabama attorney gen- 
eral’s department for the immediate in- 
stitution of a test case in the Mont- 
gomery circuit court to settle the ques- 
tion of whether foreign corporations 
should be allowed a credit for money 
invested in Alabama real estate mort- 
gages on the franchise tax of $2 per 
$1,000 of capital employed in this state. 
Hundreds of thousands of dollars are 
involved. 

There are already pending now in the 
circuit court three cases against the 
Metropolitan Life, the Prudential and 
the New York Life, which were filed by 
former Attorney-General _ McCall for 
the collection of the franchise taxes al- 
leged to be due the state. However, in 
these cases, the main question of the 
constitutionality of the clause exempt- 
ing money invested in realty mortgages, 
has been relegated to the background 
because of the filing by the companies 
of a plea in abatement on the ground 
that the suits were filed prematurely be- 
cause the tax assessments had not been 
levied against the corporations by the 
state tax commission. 

It is now planned to have Judge Jones 
of the circuit court hold those cases in 
abeyance while the new case is being 
threshed out. The new proceedings will 
take the form of an appeal by a Penn- 
sylvania life company affected by an 
assessment made for the current year. 





Had a Three Days’ Campaign 


National Standard Life of Houston 
Forces Did Good Work in 


Honor of Broussard 








HOUSTON, TEX., May 28.—An 
agency force of less than 100 men re- 
cently produced 79 applications totaling 
$185,000 of new business in a three 
day campaign in honor of Agency Di- 
rector Robert Broussard of the Na- 
tional Standard Life of Houston. The 
drive was promoted by Assistant Ac- 
tuary Jack Rudd while Mr. Broussard 
was touring Arkansas. Many of the 
agency force attended the gathering 
which followed at Mr. Broussard’s 
home. <A. C. Montgomery was an- 
nounced as winner of the contest. He 
is one of the most recently appointed 
agents. Mr. Broussard stated that the 
agency force wrote more business in 
April than in any other month in the 
company’s three year history and pre- 
dicted that May would pass the April 
mark. 


Premium Tax Bill of South 
Carolina Being Resisted 








Objection has been entered to the 
South Carolina bill imposing an addi- 
tional tax of 1 percent on insurance 
premiums on the ground that it was 
improperly passed by the legislature. 
Governor Blackwood has not yet ‘signed 
the measure. Should he sign it, attor- 
neys representing the interests opposed 
to the bill, indicated at a heafing that 
the law would be tested in the courts. 

It is contended that the bill failed of 
Passage on second hearing in the sen- 
ate, but was taken up again after two 
days without any record in the senate 
Journals showing that a motion to re- 
consider the previous vote was taken. 











| Goes to Nashville 








J. CARTER WITT 


J. Carter Witt, who takes the general 
agency of the Fidelity Mutual Life at 
Nashville, is a well known figure in life 
insurance organization work, he having 
been connected with the agency depart- 
ment of the Missouri State Life for 
some time. 





L. B. Lowry Doing Excellent 
Work in Spite of Times 





L. B. Lowry of Tampa, Fla., general 
agent of the Gulf Life of Jacksonville, 
produced during April $255,000. This 
was all written personally and included 
two group cases of $75,000 each. In 
the majority of cases Mr. Lowry gets 
the cash with the application. Even 
during the depressed economic condi- 
tions he forges ahead and gets business. 
Mr. Lowry is a graduate of Virginia 
Military Institute and has been with the 
Gulf Life since he left college. He is 
now in his seventh year in its app-a- 
week club and has been the leader in 
ordinary production since he entered 
the business. 


Liberty National Buys Building 
BIRMINGHAM, ALA. May 28.— 


The ten-story Pioneer building here has 
been purchased by Liberty National Life 
for its new home office for about $400,- 
000. It will move Oct. 1 and change 
the building’s name to the Liberty Na- 
tional Life building. 

The Liberty National Life was or- 
ganized in 1900 and had its home office 
in Philadelphia until about four years 
ago. It now operates in 12 states and 
has approximately $40,000,000 in force. 
R. P. Davison is president; F. P. Sam- 
ford, secretary-treasurer, and R. W. 
Beeson, assistant secretary. 





Florida Legislation 


Senate bill 170, which amends certain 
sections of the agents’ qualification law 
and is sponsored by the Florida local 
agents, has passed the senate and is 
favorably reported in the house. It 
limits agents to those compensated 
solely on commission basis and imposes 
an annual tax of $6 on each agent or 
solicitor for fire and miscellaneous com- 
panies. Senate bill 193 also has passed 
the senate but has not been reported 
by the house insurance committee. This 
bill would give the insurance commis- 
sioner authority to revoke licenses is- 
sued to agents of life and sick and 


“Selfish Instinct” 


From time to time life underwriters are advised 
to appeal to a prospect’s ‘‘selfish instinct.’’ And 
sometimes the advice is coupled with a declaration | 
that ‘‘every man at heart is selfish.’’ We disagree! 
And we point to the refuting fact that the vast bulk 
of Ordinary insurance has been issued to husbands 
and fathers solely for the protection of wives and 
children. 


Some who tell us to appeal to the alleged ‘selfish 
instinct”’ really mean, we think, “‘prudent self- 
interest."’ They unintentionally misdescribe their 
ideas. ‘‘Selfish’’ disparages, and no one has much 
respect for the selfish man. But it is not selfish for 
a man to plan maintenance for his later years, while 
at the same time providing for his family if he should 
not survive. That is ‘‘prudent self-interest.’’ He 
deserves such maintenance after a life of labor. And 
it is his duty to the community not to become a de- 
pendent on charitable organizations when he has 
grown old; and it is his duty to his children, who 
will have their own old-age problems, not to become 
a burden to them. 


THE PENN MUTUAL LIFE INSURANCE Co. 
PHILADELPHIA 


WM. A. LAW, President 
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All Expenses Paid Regardless of 
Time Disabled 


Hospital, doctors’ and nurses’ bills 
often run up to very large figures, even 
when the period of disability is relatively 
short and allowances for expenses under 
the usual accident contract consequently 
entirely inadequate. 


The Connecticut General’s new reim- 
bursement contract pays all these ex- 
penses up to a comfortingly adequate 
amount as well as the usual benefits for 
loss of life, sight and limbs and for dis- 
ability. 


Rates surprisingly low. Inquire of our 
local office. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





funeral benefit companies. Senate bill 
199 regulating the licensing of public 
adjusters was reported favorably by the 
senate judiciary committee and is now 
on the senate calendar. There appears 
no likelihood that any other bills will 
become laws this year. 


Examination Costs Bill 


MONTGOMERY, ALA., May 28.— 
Superintendent Greer is sponsoring a 
bill in the Alabama house requiring do- 
mestic insurance companies to pay all 
costs of examinations. Heretofore these 
expenses have been borne by the state. 
It is expected that the bill will encoun- 
ter considerable resistance. 








Drive on Burial Associations 


ATLANTA, May 28.—Commissioner 
Harrison finds that 127 mutual burial 
associations are operating in Georgia, 
all in direct violation of insurance regu- 
lations of the state. Mr. Harrison has 
launched a drive against these organiza- 
tions, contending that in reality they 
operate as industrial insurance com- 
panies and as such should be required 
to post securities of $100,000 in each 
instance. So far the investigation has 
failed to find a single instance where 
any license of any nature has been se- 





cured. Commissioner Harrison was ap- 
pointed receiver of one of the compa- 
nies and reported to the court that he 
found assets of only $146, although 
more than $500,000 in contracts had 
been written. He expects to find simi- 
lar conditions in many of the other or- 
ganizations. 





Buckholtz Leads District 


W. A. Buckholtz of Oklahoma City, 
with $1,500,000 new business, was lead- 
ing personal producer for the New York 
Life in the southwestern district during 
the first four months this year. The 
quota of the district was set at $30,000,- 
000 and it passed that goal by approxi- 
mately $9,000,000. 





Win Free St. Louis Trip 


After winning in a national produc- 
tion contest of the New York Life con- 
ducted in January, February, and March, 
four members of the Oklahoma branch 
office in Tulsa have gone to St. Louis 
for a two-day departmental meeting at 
the company’s expense. They are C. H. 
Fenstermacher, Ralph Stodghill and A. 
C. Pickens, salesmen, and Earl Bewley, 
agency organizer. The Tulsa office had 
an allotment of $4,432,000, and exceeded 
it by writing $6,460,000. 








PACIFIC COAST AND MOUNTAIN 

















Utah Calls for Quick Action 


Deposit Must Be Returned or Insurance 
Issued Within Reasonable Time, 
McQuarrie Rules 








When the first premium is collected 
by life, accident and health companies 
with the application, Commissioner Mc- 
Quarrie of Utah holds that the policy 
must be issued or the deposit returned 
within a reasonable time. He states that 
the responsibility for returning the de- 
posit after rejection lies with the com- 
panies, 

Mr. McQuarrie reported an example 
of the complications which may result 
if prompt action is not taken by the 
companies. A premium of more than 
$300 was collected more than six 
months ago. The agent used most of 
this money before the applicant was de- 
clined. He has not been able to return 
the deposit. 

Hold Money, Withhold Insurance 


“The company cannot,” Mr. McQuar- 
rie stated, “beyond a reasonable time 
for investigation, hold the money and 
at the same time withhold the insurance. 
Thirty days should be sufficient to com- 
plete an inspection. If more time is 
needed the applicant should be notified 
that his deposit is being held subject 
to his order.” 

The deposit should be forwarded to 
the home office of the company or to the 
state agency, he said. When this is not 
done, applicants who are declined often 
are required “to locate and collect from 
traveling salesmen.” 





Managers Association Ends Year 


The last meeting under the present 
administration was held by the San 
Francisco General Agents & Managers 
Association May 26. J. A. Sullivan, 
Equitable Life of New York, was ap- 
pointed chairman of the nominating 
committee, which will present two slates 
to be voted on at the meeting in June. 
Following the routine business, short 
talks were made by A. S. Holman, Trav- 
—_ and D. E. Mooney, Peoria Life, 

“Ethics in Life Insurance.” C. W. 
Pesseen: Phoenix Mutual Life, presi- 
dent of the association, reviewed its ac- 
complishments. 





Coast Actuaries in Session 


A scientific analysis of life insurance 
problems, with special emphasis on the 





protection of the public against over- 
insurance featured the spring meeting of 
the Actuarial Club of the Pacific States 
in San Francisco with 22 life company 
and independent actuaries in attendance. 

H. O. Fishback, Jr., vice-president and 
secretary United Pacific Life, was ad- 
mitted to membership. Among those 
who took a prominent part in the meet- 
ing were: A. G. Hamm, actuary Pa- 


cific Mutual Life; Francis Hope, vice- 
president Occidental Life; R. B. Rich- 
ardson, actuary Montana Life; O. A. 


Eherenclou, Northern Life, and W. A. 
Munster, Pacific States Life. 

H. H. Buckman, vice-president Cali- 
fornia State Life, is president of the 
club; Russell Burton, New World Life, 
vice-president, and Marcus Gunn, West- 
ern States Life, secretary. 


End Life-Trust Sessions 


_ At the fourth and last of a series of 
joint luncheon-meetings of the Life 
Managers Club of Los Angeles and the 
trust officers of the local banks and trust 
companies, Kellogg Van Winkle, Equi- 
table Life of New York, reviewed the 
three previous meetings ‘and suggested 
ways of using the information gained. 
V. T. Johnson, assistant trust officer 
Citizens National Trust & Savings 
Bank, Los Angeles, spoke on “The Sell- 
ing Aspect of Life Insurance Trust 
Service from the Standpoint of the 
Trust Officer,” and Paul Chalfant, west- 
ern representative of Purse Printing 
Company, Chattanooga, Tenn., on “The 
Saies Angle of the Insurance Trust 
Approach—Creator of Advertising for 
Trust Company.” 


Officials on Coast 


J. R. Hardin, president Mutual Bene- 
fit Life; Oliver Thurman, vice-president 
of agencies, J. L. Drewry, Cincinnati 
general agent and W. H. Beers, for- 
merly New York general agent, and 
now in the educational department, at- 
tended a two-day conference at San 
Francisco last week for northern Cali- 
fornia agents. 


Hold Ten-Day School 


A ten-day regional field school will 
be held by the Old Line Life of Wis- 
consin in Seattle starting June 16. It 
will be under the direction of Dr. C. J. 
Rockwell. 











The Peoples Life of Indiana has been 
licensed in Kentucky. 
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Issues New Interim Policy 





Reliance Life Brings Out Contract 
Bridging Waiting Period Gap in 
Disability Clause 





The Reliance Life of Pittsburgh has 
recently put on the market a new interim 
accident and health policy. This form 
provides monthly indemnity for disabil- 
ity due to accident or sickness, whether 
temporarily or permanently disabling, 
the period for which benefits are pay- 
able being limited to four months with 
adjustment of premium rates accord- 
ingly. They give coverage for the period 
exempted by the present total and per- 
manent disability clause used by life 
companies, thus filling in the gap be- 
tween the date of disability and the date 
of the first payment which was made 
under the life insurance disability clause. 
Vice-President L. P. Gregory of the 
Reliance points out that every holder 
of a life insurance policy containing a 
disability clause is a fine prospect for 
this new accident-health form. 


Connecticut General Adds 
Its New Automobile Rider 





The Connecticut General has an- 
nounced an automobile rider to be at- 
tached to its new reimbursement acci- 
dent policies under which the double 
indemnity provision is extended to cover 
injuries incurred while riding in a pri- 
vate automobile or due to being struck 
by any automobile. The reimbursement 
policy has attracted considerable atten- 
tion. 

This policy, besides paying the usual 
benefits for disability and for loss of life, 
limbs and sight, pays all expenses m- 
curred for hospital, doctors, nurses, 
medicine, X-ray, etc., up to a substantial 
amount. Variations of this contract omit 
either the weekly indemnity, the death 
benefit or both. 

These policies meet the cost of nurs- 
ing, medical and hospital care by pro- 
viding a liberal blanket sum applicable 
to any of these sources of expense in- 
stead of, as in the older forms of acci- 
dent insurance, smal] amounts for vari- 
out specific expenses which may or may 
not be incurred. 





Increases in Three States 


The Business Men’s Assurance is in- 
creasing its rates on accident and health 
business in Texas, Arkansas and Lou- 
isiana, effective June 1, by advancing all 
risks in those states one class. Class A 
risks will pay Class B rates, and so on 
down the line. 

The experience on accident and health 
business in Texas last year was particu- 
larly unsatisfactory, a number of large 
companies showing loss ratios of more 
than 100 percent and practically none 
of those doing any large volume of busi- 
ness showing a profit on it. 


Age Limitation Upheld 


FRANKFORT, KY., May 28.—“An 
insurance company may confine the 
tisks which it will accept to certain ages 
and provide in substance that the pol- 
icy shall not cover risks not falling 
within the prescribed age limits,” says 
the Kentucky court of appeals, in the 
case of T. F. Benham vs. Kentucky 
Central Life & Accident. 

The company issued a life and acci- 
dent policy on J. M. Benham, with T. 

Benham as beneficiary. He was 
killed in a railroad accident and the 
company refused payment on_ the 
ground that the policy limited the 
maximum age for insurance to 54 and 
the insured would have been 63 on his 
next birthday. 

The evidence as to Benham’s age was 








given by a brother, who stated that he 
did not know his exact age but that he 
believed it was over 54 at the time the 
policy was issued. 


Opens Indianapolis Branch 


The Inter-State Business Men’s Acci- 
dent of Des Moines has opened a branch 
office in the Circle Tower building, In- 
dianapolis, to handle its Indiana busi- 
ness. James I. Wikoff, a resident of 
Indianapolis for 25 years and widely 
known there, is in charge as state man- 
ager. Mr. Wikoff until recently was 
manager of the Indianapolis office of the 
Ohio State Life. 


Brandt with St. Lawrence Life 


H. L. Brandt, for a number of years 
manager of the accident and health de- 
partment of the Wisconsin National 
Life, has resigned that position to be- 
come agency manager of the St. Law- 
rence Life Association of New York 
City. He is succeeded with the Wis- 
consin National by Harry Freeman, 
who has been special agent for the ac- 
cident and health department of that 
company. 


Martin Goes to Cincinnati 


W. M. Martin, who recently resigned 
as head of the ‘accident department in 
the Chicago office of the Ocean Acci- 
dent, has gone to Cincinnati to take 
charge of the accident and health de- 
partment at the home office of the 
American Liability & Surety. 








Industrial Insurers Conference Meeting 


The mid- -year meeting of the executive 
committee of the Industrial Insurers 
Conference will be held in Atlanta 
June 5. 


UNLIMITED OPPORTUNITIES 
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You will like our liberal first- 
year and renewal commission 
contract direct with the home 
office. It gives you the right to 
sell men, women, and children 
real protection on a low-cost 
participating or non-participat- 


Just glance over this list: 


Participating 

Non-Participating 

Sub-Standard Juvenile Policies 
Preferred Risk 6°, Guaranteed 
Pay-Roll Deduction Income 


Life Income 


Monthly Premium 
Age Limits: 


Policies for Women Modified Life 
Child's Educational Low Cost Term 


Double Indemnity 

Disability Income 

Premium Waiver 

Retirement 
Income 


1 Day to 65 Years 


Ask for further information 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE 
President 


GREENSBORO 
North Carolina 


MORE THAN 370 MILLIONS IN FORCE 




















NEWS OF LIFE POLICIES 


New F Policies, Premium i Cie Dividends, Seuste 
Values and all Changes in Policy Literature, Rate 

+ ete. Supplementing the “Unique Manual- 
Digest,” publis annually in May at $4.00 and the 
“Little com" published annually in April at $2.00. 




















Pacific Mutual Dividends 


Company Announces That There Will 
Be a Readjustment, Showing In- 
crease in the Later Years 








On July 1, the commencement of its 
next regular dividend year, the Pacific 
Mutual will put into effect an adjusted 
dividend scale. It will show an increase 
in the later years of the policy and will 
result in a slight increase in the total 
for the 20 year period for ages through 
45. Larger increases will be shown on 
the long term endowments and the new 
20 year period family income policy. 
The company will continue to allow 
first year dividends. 

Preliminary tests have been made to 
determine the period of acceleration un- 
Ger the new scale for the contracts most 
generally sold. These tests indicate that 
such periods will follow quite closely 
those under the old scale. This adjust- 
ment rewards the persistent policy- 
holder and is in the interest of con- 
servation, remarks President Cochran. 





National Life of Vermont 


The National Life of Vermont has an- 
nounced a family income policy similar 
in its features to the majority of such 
contracts now on the market. It pro- 
vides for an income of 1 percent a month 
of the face of the policy until the end 
of the designated period from date of 
issue, which periods may be 10, 15 or 20 
years from issue. It will not be written 
to provide a family income period ex- 
tending beyond the assured’s age 65. 
Surplus interest earnings will be added 
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Under Direct Home Office Contracts 
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GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features. 
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’*Phones 
Paul 


ELLO PAUL—How’s business? 

I just want to tell you about the 
United Life and Accident Insurance 
Company’s NEW INCOME INDEM- 
NITY POLICY. 

It’s a new contract which protects 
the vast amount of money which a man 
can reasonably expect to earn by the 
time he reaches age sixty-five. If a 
man lives to age sixty-five he earns 
many thousands of dollars; if he dies 
before, his family not only loses him, 
but the thousands of dollars as well. 

This policy prevents this tremend- 
ous financial loss. When the insured 
dies or is permanently disabled, my 
company pays a livable monthly in- 
come to the insured’s family until the 
time that he would have been sixty- 





five. Can you think of a contract 
which will do more? 

No, that’s not all. There is a death 
benefit of $600.00 payable at the time 
of the insured’s decease and this may 
be increased to $10,600 or $20,600 in 
case of certain specified accidental 
deaths. 

Expensive? Not at all! Only 
$210.00 a year is necessary to guar- 
antee a man’s wife $100 a month from 
the time of the insured’s death until 
the time that he would have been 
sixty-five. 

You say you’ve been looking for a 
good seller. Why don’t you com- 
municate with 


EUGENE E. REED, Vice President 


UNITED LIFE and ACCIDENT 
INSURANCE COMPANY 


UNITED LIFE BUILDING 


CONCORD, NEW HAMPSHIRE 
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*, Efficient Claims la 


Are you making PROGRESS? If not, are you wil- 
ling to spend TWO CENTS to learn WHY National 
Casualty salesmen forge ahead continually? 

We have a full line of Commercial, Industrial, Group 
and Deferred Payment Accident and Health policies. A 
connection with this company will be the TURNING 


POINT IN YOUR LIFE. 


NATIONAL CASUALTY COMPANY 
Detroit, Michigan 
W. G. Curtis, President 
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THE UNITED STATES LIFE 'Ssirany 


Orgs nized 1850 


In the City of New York 


Non-Participating Policies Only 


Over 78 Years of Service to Policyholdera 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 


to monthly income payments in the 
event of death. The cost is about the 
same as for other similar policies issued 
by companies on a 3 percent reserve 
basis. Disability income and waiver of 
premium and accidental death benefits 
may be obtained at an additional pre- 
mium. At the end of the family income 
period the premium goes back to that 
of an ordinary life poiley at the age | 
when the insurance was issued. 





Conservative Life, Ind. 


The Conservative Life of South Bend, | 
Ind., announces that there will be/| 
changes in its monthly premium poli-,; 
cies. In all infantile monthly premium 
policies it is incorporating an acci- 
dental death, disability and _ special 
original beneficiary benefit. It is dis- | 
continuing the practice of deducting the ; 
balance of the current year’s premiums 
in settlement at death. Any premiums 





paid beyond the month of death will be 
paid back in settlement at death, in ad- 
dition to the face of the policy. It is ex- 
tending the lower age limits on the 
double indemnity and disability benefits, 
now incorporated in its adult monthly 
premium policies down to age 10. 


Sentinel Life 

The Sentinel Life has announced a new 
life expectancy policy payable in quar- 
terly installments of $5. Each unit of 
insurance is figured by the regular rat- 
ing methods, but on the basis of the 
amount $5 per quarter will purchase at 
any given age. More than one unit re- 
quires a medical eXamination, but One 
unit is non-medical. Guaranteed cash 
values and other conventional features 
are granted after the third year. Five 
dollars will buy $1,811 insurance at age 
20, $1,655 at 25, $1,457 at 30 and $1,275 


at 35. 





| NEWS OF THE 
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Celebrates Golden Jubilee | 





Catholic Knights of St. George Com- 
memorating Fifty Years of Growth 
and Service 





The Catholic Knights of St. George 
is celebrating its golden jubilee with the 
issuance of an historical number of the 
official publication “Knight of St. 
George,” wherein the organization prob- | 
lems are reviewed, the struggles in early 
years to get the order on an adequate 
basis are reported, and the final achieve- 
ment is set forth. Total assets of the 
order today are $3,337,481. It has 356 
branches in Pennsylvania, West Vir- 
ginia, Ohio, New Jersey, Maryland and 





Michigan, with a total membership of 
24,662. 

The order was granted a charter in 
Allegheny county, Pa., in 1881, and 
about six months later a sick fund was 
created in addition to the death fund. 
At first the pure assessment method 
was followed. At the time of the death 
of a member, each member contributed 
$1.10, $1 of which went to the family 
of the deceased and 10 cents for ex- 
pense. In 1894 a system of dues was 
arranged whereby the members paid ac- 
cording to age. Even this was found 
to be inadequate and in 1914 it was put 
on a safe financial basis. 

The supreme president is J. H. Rei- 
man; supreme first vice-president, John 
Eibeck; supreme secretary, P. J. Hess; 
supreme medical examiner, Dr. J. 
Hierholzer. 








NEWS OF LIFE ASSOCIATIONS 














Form Mississippi Association 





Final Organization Meeting to Be Held 
at Gulfport This Week by State 
Leaders 





GULFPORT, MISS., May 28.—At a 
meeting here at which practically every 
legal reserve life company operating on 
the Mississippi coast was represented, 
initial steps were taken toward organiza- 
tion of the Mississippi Coast Association 
of Life Underwriters. The value of such 
group has been discussed for some time 
among leaders in this section. 

The purpose will be to unify and co- 
ordinate life insurance interests of the 
coastal region, encourage the highest 
standards of ethical practices among 
those in the profession, and foster and 
promote more widespread understanding 
and appreciation of life insurance and its 
many benefits. Another meeting is to 
be held this week at which the organiza- 
tion will be completed. It is the inten- 
tion of those active in the movement to 


affiliate through established channels 
with the state and National associations. 
* £2 


Pittsburgh — Managing Director Hull 
of the National association visited Pitts- 
burgh Wednesday of this week and in- 
terviewed the officers and chairmen of 
the various National convention commit- 
tees. He addressed the committee 
members in the evening. He is planning 
some of the features of the National 
convention. H. J. Johnson, Penn Mutual 
Life, is general chairman of the con- 
vention committee. New officers of the 
Pittsburgh association have been nomi- 
nated as follows: President, R. N. Wad- 
dell, Massachusetts Mutual; first vice- 
president, J. M. Holmes, Travelers; sec- 
ond vice-president, R. S. Koehler, Jr., 
Mutual Benefit; treasurer, T. W. Pome- 
roy, New England Mutual. Directors, 
A. H. Bennell, Mutual Life of New York; 
H. J. Johnson, Penn Mutual; H. O. 
Snyder, Guarlian Life; W. B. Thomas, 
Aetna Life; L. C. Woods, Jr., Equitable 




















of New York. 


Hold Boston “Pep” Meeting 





More Than 400 Life Underwriters Hear 
Inspirational Addresses by Leaders 


in the Business 





BOSTON, May 28.—More than 400 
members of the Boston Life Under- 
writers Association attended a “pep” 
meeting here. One of the features was 
the introduction of W. O. Stewart of 
Attleboro, Massachusetts Mutual, who 
has had 500 weeks’ consecutive produc- 
tion and the past four years has written 
418 applications for a total of $1,100,000, 
his average policy being about $2,500. 

President H. H. Kay, Metropolitan 
Life, called attention to the fact that 
New England led all the rest of the 
country in production the past month 
and also for the four months, being but 
8 percent behind 1930. 

President Kay stated that in response 
to an advertisement put in the daily pa- 
pers recently he had applications from 
86 men who wanted to go into the life 
insurance business. Everyone of them 
is ready to deposit $250 required as an 
evidence of good faith and three-fourths 
of them are employed. They are all 
impressed with the idea that life insur- 
ance is a good business to get into. 


Advancement of Business Shown 


A. S. Browne, New York Life, com- 
pared the assets of the leading life com- 
panies in 1890, when he came to Bos- 
ton, with the assets of the same compa- 
nies today as an evidence of what the 
business had become. He advised the 
agents not to try to read all the books 
on life insurance but choose only those 
helpful to one’s own case. He finds 
that the men in his agencies in New 
England outside Boston are doing bet- 
ter work than his Boston agents. 

Paul F. Clark, John Hancock, em- 
phasized the campaign laid out by 
M. Riehle in his “Call to Arms,” which 
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might well be styled a “call to work.” 
The new men who are coming into the 
business are writing almost as much 
as the old men, which he considered 
most significant, Mr. Clark said. 

C. H. Jones said agents should be 
interested in people, know their busi- 
ness, like their job and have a sense of 
humor. The trouble with most agents 
is with their thinking. 

1. M. Woodhouse, Union Central, ad- 
vised the agents to have a plan of their 
own, do intelligent prospecting and 
work. “The so-called depression is only 
in our own heads, so far as life insur- 
ance goes,” he said. 

*x* * * 

Cincinnati—Paul W. Cook of the Mu- 
tual Benefit at Chicago was the princi- 
pay speaker at the May meeting of the 
Cincinnati association. Mr. Cook, the 
author of “The Cook Book,” took as his 
subject “The Seven Creative Ideas of 
Selling Life Insurance. He showed the 
various arguments which would 
be tied in with present day conditions in 
the selling of life insurance. Following 
Mr Cook's talk, Robert Taft spoke for 
the state committee on taxation about 
the proposed revision of taxes in Ohio. 
Mr. Taft said that the committee was in 
favor of reduction of taxes on premiums 
put that with the state facing a deficit 
this year that there was little chance 
of this reduction taking place. Mr. Taft 
said also that the committee was in 
favor of taxing annuities which are not 
now taxed in Ohio. 

* * * 

Richmond, Va,—J. J. Wicker was the 
general speaker at the May luncheon- 
meeting of the Richmond association. 
E. W. Marsh, Equitable Life of New 
York, was elected secretary, succeeding 
L. W. Efford, resigned. 

*x* * * 

Northern New Jersey—To be a good 
prospector in the life insurance field one 
must be a good newspaper man, Frank 
Pennell, general agent in New York City 
for the State Mutual Life, told the North- 
ern New Jersey association at its meet- 
ing in Newark recently. Mr. Pennell, who 
was formerly on the staff of The Na- 
tional Underwriter, said his newspaper 
experience had been a great help to him 
in the life insurance field. “Be a good 
listener and boil your story down to the 
smallest possible space, as the news- 
papers do,” said Mr. Pennell. He also 
advised his listeners to go after the 
small policies, as they are the future 
big policyholders. Many businesses have 
been built up from small beginnings and 
the same thing applies to life insurance. 

x * * 

Topeka, Kan.—Don A. Kirchner, Pa- 
cific Mutual Life, was elected president 
of the Topeka association at the annual 
meeting, succeeding Lyman King, New 
England Mutual. C. L. Gregg, Fidelity 
Mutual, was reelected secretary. He has 
served in that capacity almost ever 
since the association was organized. 
L. C. Cutler, Massachusetts Mutual, was 
chosen vice-president. The officers and 
E. D. Clithero, E. F. Goodrich and Frank 
Parker constitute the board of directors. 

W. W. Winne, Colorado general agent 
for the Connecticut Mutual, was the 
chief speaker. He discussed business 
conditions and urged that more work is 
needed from everyone to restore busi- 
ness to normal conditions. 

2 = 

Greensboro, N. C.—A. P. Mulligan dis- 
cussed methods for increasing produc- 
tion at the May meeting of the Greens- 
boro association. An effort is being 
made to secure a Greensboro session this 
summer of the traveling division of the 
school of commerce of New York uni- 
versity. 


sales 


* * * 

Southwest Texas—At the annual meet- 
ing of the Southwest Texas association 
in San Antonio, these new officers were 
elected: J. L. Lawrence, Lincoln Na- 
tional, president; J. Y. Williamson, 
Southwestern Life, vice-president; R. N. 
Pierce, Jefferson Standard, secretary; 
H. D. St. John, Canada Life, national 
committeeman. 

Mr. St. John announced the selection 
of Matthew Brown, San Antonio mana- 
ger Missouri State Life, as president of 
the Texas association to succeed R. A. 
Hittson, who has gone with the Massa- 
chusetts Mutual at Tulsa, Okla. 

* * x 

St. Louis—J. E. Kavanagh, second vice- 
president Metropolitan Life, speaking on 
“Merchandising Life Insurance Products” 
before the St. Louis association last 
week, pointed out some of the cardinal 
mistakes of young agents. New agents 





talk too much, are too apologetic, argue 
too much and don’t know how to prop- 
erly show their wares, he said. K. C. 
tinger, superintendent of agencies, 
Metropolitan Life, was also a guest. 

*x* * * 

Kansas City, Mo.—W. H. Beers, Mutual 
Benefit Life, will talk to the Kansas City 
association June 5 on “The Air Route.” 

se 6 

Buffalo, N. Y¥.—At the meeting of the 
association May 28, R. J. Williams, head 
of the Prudential ordinary agency in 
Toronto, spoke on “Human Interest 
Values in Selling Any Policy.” 

*x* * * 

Columbus, 0.—Dr. S. S. Huebner, Uni- 
versity of Pennsylvania, addressed the 
Columbus association and chamber of 
commerce this week. He said the unem- 
ployment problem might be solved by 
the creation of fund contributed by both 
employer and employe to be used to pay 
employes in lean years A fund can be 
built up to pay employes’ wages as well 
as stockholders’ dividends, he said. 

*x* * * 

Colerade—Vash Young, New York 
City, Bquitable Life of New York pro- 
ducer, talked to the Colorado association 
in Denver last week. 

* * * 

San Francisco—Vash Young, New York 
City, Equitable Life of New York pro- 
ducer, addressed a joint meeting of the 
San Francisco association and the ad- 
vertising club this week. Monday Mr. 
Young spoke at a joint meeting of the 
BRast Bay association and the Oakland 
Kiwanis Club. 





* * k 

Oregon—At the annual meeting of the 
Oregon association at Portland the fol- 
lowing officers were elected: A. S. Roth- 
well, president; J. E. Drummond, vice- 
president; B. I. Elliott, secretary-treas- 
urer; N. P. Bennett, Margaret H. 
Drescher, W. F. Krumbein and J. P. 
Macken, executive committee. 

* * * 

South Bend, Ind.—At the annual sales 
congress of the South Bend association 
Friday, the speakers were E. E. East- 
wood, Chicago manager Western & 
Southern Life; Roy L. Davis, assistant 
manager Chicago agency Union Central 
Life; J. W. Knorr, general agent Con- 
necticut Mutual, Fort Wayne, and 
Elbert Storer, manager Bankers Life at 
Indianapolis and first vice-president Na- 
tional Association of Life Underwriters. 


Cedar Rapids Life Giving 


Silver in Its Silver Year 


The Cedar Rapids Life is commem- 
orating in distinctive fashion and with 
fine sentiment the 25th anniversary of 
its existence. The company was 
founded in June, 1906. It is interesting 
that during this significant year in the 
history of the Cedar Rapids Life, its 
president, Col. C. B. Robbins, is presi- 
dent of the American Life Convention. 

All correspondence of the Cedar Rap- 
ids Life is being written on tastefully 
prepared 25th anniversary stationery. 
Those agents, who meet their quotas 
in May and June, will be awarded a 
solid silver water jug. Vice-President 
Jay G. Sigmund has addressed a mes- 
sage to the wives of agents, informing 
them of the contest and the occasion 
for it, and of the prize, urging the wives 
to stimulate their husbands to greater 
production during those months. Twen- 
ty-fifth anniversary seals are attached 
to correspondence and form a motif. 

The agency convention of the Cedar 
Rapids Life will probably be held the 
first week in November and this will be 
one of the high lights of the 25th an- 
niversary celebration. It is likely that 
other contests will be conducted 
throughout the year. 


Cox Leaves Liberty National 


BIRMINGHAM, ALA., May 28.—J. 
B. Cox, agency director Liberty Na- 
tional Life of Birmingham, has resigned 
and is expected to announce a new con- 
nection with an eastern companv. He 
had been with the company about two 
years, having previously been a mem- 
ber of the Birmingham firm of Cox & 
Sessions, general agents Massachusetts 
Mutual Life. 
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Health Plans Up 


(CONTINUED FROM PAGE 3) 


mendations on that subject should be 
made at the next meeting. 

The matter was brought up by the 
report of a special committee headed 
by Dr. H. F. Starr of the Pilot Life, 
reviewing the work that has been done 
in that direction by both American and 
Canadian companies, and giving some 
of the results from the Canadian cam- 
paign, which has been in operation for 
17 years. It was pointed out that the 
education of the policyholders them- 
selves is the first essential in such a 
campaign and that the companies in 
this country which have shown the best 
results along that line are those whose 
home offices have gone into the matter 
enthusiastically and sold the idea to 
their agents. The aid afforded to the 
agents by extending to the policyhold- 
ers the privilege of receiving such ex- 
aminations was also pointed out, al- 
though it was emphasized that it should 
be made clear to the policyholders that 
it is not done for the purpose of get- 
ting them to take out additional insur- 
ance. 

Closer Contact Suggested 


Ways of getting a better contact with 
members of the medical profession gen- 
erally and giving them a better under- 
standing in regard to the medical end 
of life insurance work were reviewed in 
the report of another special committee 
of which Dr. Frank Harnden of the 
Midland Mutual Life was chairman. 
Among other things he suggested closer 
contact with state and county medical 
societies and the spreading of such in- 
formation through those channels, and 
also the giving of addresses of lectures 
on insurance medicine to the senior 
classes of medical colleges, where it 
could be arranged. The committee was 
continued and directed to carry on fur- 
ther its work along that line. 

The meeting of the medical section 
was enthusiastic and well attended 
throughout and as usual drew a large 
attendance of company executives who 
are not identified with the medical de- 
partment. Among those who were in 
Washington during at least a part of 
the time the medical section was in ses- 
sion were Col. C. B. Robbins, Cedar 
Rapids Life, president of the American 
Life Convention; C. W. Gold, Pilot 
Life; J. M. Laird, Connecticut General 
Life; F. V. Keesling, West Coast Life; 
J. A. McLain, Guardian Life, New York; 
Dr. E. G. Simmons, Pan-American 
Life; J. B. Reynolds, Kansas City Life; 
W. T. Grant, Business Men’s Assur- 
ance; H. G. Royer and C. O. Pauley, 
Great Northern Life; W. H. McBride, 
National Life & Accident; C. O. Shep- 
herd, Missouri State Life; Henry 
Abels, Franklin Life; Claris Adams, 
American Life of Detroit; H. B. Hill 
_ F,. M. Feffer, Abraham Lincoln 

ife. 


A. E. Brown Is Dead 


A. E. Brown, agency supervisor of the 
Wells, Meissel & Peyser Agency of the 
National Life of Vermont in New York 
City and for nearly 25 years connected 
iwth the former L. A. Cerf Agency of 
the Mutual Benefit Life, died at the age 
of 63. Mr. Brown’s first insurance ex- 
perience was with the Phoenix Mutual 
Life in Hartford, following which he 
went to New York for that company. 
About a year later he joined Mr. Cerf’s 
agency, where he remained until Mr. 
Cerf retired in 1928. 


Convention Opens New Building 


The American Savines Life of Kansas 
City formally opened its new home of- 
fice, the former J. L. Loose mansion at 
101 East Armour boulevard and held its 
third annual agency meeting there last 
week. Eighty agents from 12 states at- 
tended. R. S. Tiernan, president, con- 
ducted the business sessions. 
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Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 


CONSULTING ACTUARIES 


437 So. Hill Street 


114 Sansome Street 
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DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 














L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 














iJ. Charles Seitz, F.A.I. A. 
CONSULTING ACTUARY 
Author “A System and Accounting for a Life 
insurance Company."’ 
Attention to 
Legal Reserve, Fraternal and Assessment Business— 


sions 
North La Salle Street 
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INDIANA 


Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 




















HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 














MISSOURI 


ALEXANDER C. GOOD 
Consulting Actuary 


807 Paul Brown —~ St. Louis 
an 
800 Securities Building, Kansas City 




















NEW YORK 








MILES M. DAWSON & SON 


CONSULTING ACTUARIES 
500 Fifth Avenue New York City 














Woodward, Fondiller & Ryan 





Consultants 
Actuarial, Accounting and 
Management Problems 


90 John Street New York 

















LIFE INSURANCE AS A PROPERTY 
INVESTMENT 


“It will revolutionize Life Insurance 
says one Company President. Exclusively 
and quslstedy developed only in the Ne 


Training Course, “The Essentials x 
Underwriti by Abner Th Pub- 
lished roy fe, Diamond Diamond Life a 
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Business of Prospecting Declared 
Most Important Factor in Selling 
Life Insurance During Depression 


Life insurance men this year face an 
immutable economic law, that poorly 
managed businesses in time of financial 
depression suffer greater than average 
difficulty in surviving, G. G. Terriberry, 
New York City man, told the New York 
State Life Underwriters Congress at 
Syracuse. Mr. Terriberry has his own 
large life insurance office, specializing in 
insurance estates. The title of his talk 
was “Prospecting in the New Business 
Era.” 

“A business depression has its ele- 
ments of value in that it irradicates the 
weak elements who are able to survive 
only in times of prosperity,” he said. 
“There are other forces operating 
towards the same result in the life in- 
surance field. During recent years there 
has been a notable and increasing ten- 
dency of the life insurance business to 
attract the higher and more intelligent 
type of representative. 


Newer Representatives Apply 
Pressure on Older Ones 


“This newer type of representative in 
the natural course of events is bringing 
pressure to bear on many of the former 
agents to force them into this new era 
of methods of business or force them out 
of business. In this development pros- 
pecting has assumed far greater impor- 
tance and is demanding more careful 
thought and planning. 

“According to prevalent opinions, our 
business is divided into two parts. The 
first is sales presentation, the second, 
prospecting. The major stress is usually 
on the first—sales presentation. True, it 
is important, but we all know men who 
secure a reasonable amount of business 
but really have a very poor presentation. 
Life insurance in itself stands in a fa- 
vorable light today in the minds of the 
public—the result of a long struggle. 
However, that attitude does not always 
extend toward the life insurance agent. 
If it did, it would be easy to see our man, 
the prospect, the average life insurance 
agent’s income would be greater than 
$1,300 a year in first year commissions 





and the turnover would be less than 50 
percent annually. 

“Provided that we have a _ good 
presentation, that we have the ability to 
tailor our articles to fit—what good is 
the best presentation of the uses of life 
insurance without the proper person to 
tell it to? Does it not seem so obvious 
that the foundation of selling rests on 
prospecting, that methods of prospecting 
are rather taken for granted? Isn't this 
perhaps the reason that discussions of 
prospecting are almost always based on 
the abstract sources of classified lists? 

“We have heard some of the out- 
standing executives of the life insurance 
business state, when describing the ad- 
vantages of this business, that ‘everyone 
is a prospect.’ This we know to be un- 
true. We presume these executives 
mean that everyone should own some of 
this product. But that does not make 
just anyone a prospect for you or for 
me. What a waste of time and energy 
if we really considered everyone a pros- 
pect! 

“Let us try to classify the various 
kinds of prospects. We can put them in 
given groups: 


Classifies Prospects According 
to Various Characteristics 


“1. FROZEN—This group includes 
telephone names, names on office build- 
ings, bulletin boards and trucks—names 
whose owners may be long dead, which 
may exist only as symbols. The solici- 
tation of this group is based on the 
method known as ‘door-knob turning.’ 

“2. COLD—This group is the same 
as the first except that the name is 
known to be that of a real person. 
Names from newspaper clippings fall in 
this category. 

“3. COOL—This group is the same 
as group 2 with the addition of informa- 
tion regarding the situation. It is cold 
so far as the method of introduction is 
concerned. 

“4. WARM—lIn this group, in addi- 
tion to knowing of the situation, we are 
permitted to use the name of a friend or 








client or perhaps have a card from a 
friend. 

“5. HOT —lIn this group a friend or 
client has prepared the way, either by a 
personal introduction, by obtaining the 
consent of the prospect to see us, or by 
actually and _ enthusiastically telling 
(selling) ideas and obtaining an appoint- 
ment, or obtaining a request from the 
prospect that we get in touch with him 
to make an appointment. 

“If we are working with group No. 2, 
we cannot jump to No. 5. Furthermore, 
perhaps we would prefer to stép at No. 
4. We can only breed up by patient, 
constant effort a little at a time. The 
record-breaking laying hens did not just 
happen by accident. It was a gradual 
process. Hens hatched from eggs laid 
by high producing hens will average a 
higher egg production than those from 
culls. 


Says Grading Up Prospects 
Is Well Worth While 


“The prospects from our best clients 
will be better than those from our poor 
clients. Like tends to produce like, or 
at least similar. The man with high 
earnings knows and associates with men 
of similar incomes. 


“Now comes the question of how to, 


get at these associates. Here lies the 
second sales effort in every interview. 
Let us ask ourselves what we have done 
for this man whom we wish to become 
prolific with prospects. Have we quali- 
fied in his mind in a way which differ- 
entiates us from other agents from 
whom he has bought insurance? They 
have all procured him a policy. Have we 
done more than that? Do our sales 
method, presentation, ideas and service 
rendered after sale stamp us as worth 
while and therefore warrant his interest 
and help? Answer these questions justly 
and see if we have the right to expect 
prospects. 


Giving Real Service Is 
Way to Gain Cooperation 


“We cannot, surely, if our thought 
has been only on selling a policy. But if 
we brought him real service—perhaps 
brought to his attention phases of his 
own estate problems that he had over- 
looked, and showed him how other 
people in similar situations worked out 
a solution, we have his enthusiastic co- 
operation. 

“This has to be done with a real mind 
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Life insurance returns an income of 
from 15 percent to 500 percent during 
disability; 5 percent to 200 percent in 
cases of death; up to 11 percent during 
the retirement period;—and it is the best 
source of emergency cash in case of un- 
employment.—Holgar J. Johnson. 
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What Money Is Worth in Terms of 
Income 
At 5% At 6% 
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* * * 


The best angle for any problem is the 
Tryangle. 
e-e © 
“You can make today’s economy and 
deprivation pay interest a hundfed fold 
if you use good judgment and can trust 
yourself to stick to today’s determina- 


tion.”—Arthur Brisbane. 
x * * 


Today a man is impressed by a life 
insurance presentation with himself in 
the picture—Conmutopics. 

* * * 

People who are overweight after age 
40 show a higher death rate than those 
with normal weight. In the younger 
ages a little extra weight is considered 
more beneficial than harmful.—New 
York Life. 








to service, a mind free of the desire 
merely to sell a policy. Then, even 
though no policy is sold, we have un- 
covered a mine of prospects—real, hot 
prospects.” 
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Security Life Insurance Company of America 
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The oldest Trust Company in the West 


Wells Fargo Bank & 
Union Trust Co. 


SAN FRANCISCO 
Since 1852 


Trust Department established 1892 














ILLINOIS 








Life Insurance, 
Trust Service 


in hand. Men of 
affairs demand both. Life Insur-! 
ance creates the estate. Our Pro-, 
tected Life Insurance Trust safe- 
guards it. 
A Special Reserve Fund of 
$2,000,000 protects principal 
and income against loss. 


Chicago Title & Trust Company 
69 West Washington St. 


now go hand 














The Peoples Trust & 
Savings Bank of 
Chicago 
Michigan Blvd. at Washington St. 
CHICAGO 


we 
Earle H. Reynolds R. B. Upham 
President Vice-president 


Floyd B. Weakly 
Secretary & Trust Officer 




















$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 

FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 

per $1,000 thereafter 

If you reside in Ohio, Illinois, Indiana, 

Kentucky, Louisiana, Pennsylvania, Tennes- 


see, West Virginia or the District of 
Columbia 


Write for Sample and Particulars 


This is one of many unique contracts 
ened ty 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 








Keystone Holding Company, owned a 
sufficient number of shares, 1,461,433, to 
hold working control of the corporation. 

Total ledger assets of the company 
were listed at $28,153,551 and total ad- 
mitted assets at $22,163,889. 

The book value of real estate owned 
by the company was listed at $4,985,- 
721 of which $3,500,000 is the value of 
the home office building and $1,485,721 
of other properties. 

As to the other property 
the company the examiners said “we 
are of the opinion it could not be dis- 
posed of without some loss, however, we 
have allowed them at book value.” 


Loans to Policyholders 


owned by 


Loans made to policyholders 
amounted to $4,377,905 December 31, 
1030. 


On the same date stocks owned by 
the company had a book value of $15,- 
196,084 with a value of $9,537,915 al- 
lowed by the examiners. More than 
one-half of the entire assets of the 
Inter-Southern Company was invested 
in stock of other companies, which was 
carried on the books at actual cost. 

The company has 77 mortgage loans 
which are carried at the book value of 
$2,053,949. 

“While we did not deem it advisable 
to put the company to the extra expense 
of having new appraisals made of the 
mortgaged properties, we do not believe 
that the appraisals on file reflect the 
present market value of the properties,” 
the report said. 

Bonds owned by the company at the 
time of the examination had a book 
value of $408,764 and a market value of 
$293,189. 

At the time of the examination the 
company had $22,813 on deposit in trust 
companies and banks not on interest 
and $51,029 on interest. 


Several Banks Failed 


During 1930 the company maintained 
accounts in 259 banks, a number of 
which failed. In addition to this hazard 
an excessive drain on the company’s 
cash was caused by general and specific 
business conditions, and as a result 
many of the outlying bank accounts 
were closed and the funds transferred to 
regular checking accounts. At the close 
of the year the company’s cash funds 
were located in 121 banks, of which 36 
were closed. 

At the close of the year the company 


























J. W. HOPKINS 


J. W. Hopkins, Portsmouth, O., and 
W. J. Fisher, Cincinnati, representatives 
of the Western & Southern Life, have 
received from President C. F. Williams 
$400 in gold and gold card plates, testi- 





FISHER 


w. J. 


fying that they have been appointed first 
marshals of the Western & Southern 
Veterans Legion. Each man has served 
the company 36 years and merits the 
honor bestowed. 








had a balance of $387,724 in closed 
banks, less certificates of deposit dis- 
counted, $87,500. 

Interest due and accrued on mort- 
gages totaled $109,625 on December 31, 
1930, and rents due and _ accrued 
amounted to $31,527. 


Receipts and Disbursements 


In checking receipts and disburse- 
ments for 1930 the examiners said they 
were of the opinion that the expenses 
paid on account of the various officers 
of the company were “rather large.” 

Discussing policy loans of the com- 
pany the report pointed out that the 
demands of policyholders for loans for 
the year 1930 were in excess of those 
for former years. 

“In fact, they were so numerous that 
the ordinary cash receipts of the com- 
pany were not sufficient to take care of 
them and in order to meet these de- 
mands and make the requested loans to 
policyholders, it has been necessary for 
the company to borrow $500,000 on its 
home office building. 

“It is the opinion of the examiners 
that the increase in demands for loans 
was occasioned partly by the general 
depression and partly by reason of the 
unfavorable publicity which the Inter- 
Southern has received in connection 
with the attempt to have the company 
placed in the hands of a receiver.” 

The convention examination reduced 





with them. 


you would require. 
Underwriter. 





AGENCY SUPERVISOR 
FOR OHIO 


Salary—Expenses and Bonus 
for Production 


This is an exceptional opportunity for a man that 
can show a favorable production record and who is 
capable of appointing and training agents and working 
In applying for this position please give 
all necessary data concerning past experience, age, 
fraternal connections and the amount of salary that 
Address T-56, The National 














the valuation of stocks of other com- 
panies held as assets by $5,658,000 from 
$15,000,000. The report recommends 
that the Inter-Southern dispose of its 
Missouri State Life stock as soon as 
possible. 

Now that the Inter-Southern Life of 
Louisville examination has been made 
public and it is shown to have $750,000 
surplus over and above capital and all 
liabilities, the company will be able to 
forge ahead in getting new business. It 
has about $150,000,000 insurance in force 
according to the report. As is known, 
the Inter-Southern owns 147,900 shares 
of the Missouri State Life which Fack- 
ley & Breiby, well known actuaries of 
New York, employed by the National 
Convention of Insurance Commissioners 
committee on examination, valued at 
$60.40 a share. The examiners evi- 
dently went into every phase of the 
company’s business as the time required 
extended over a number of months. 
The Security Life of Chicago owns 
1,461,333 shares of Inter-Southern Life 
stock, which gives it control. 


Life Companies Own Much 
of Public Utilities’ Bonds 





NEW YORK, May 28.—Sixteen per- 
cent of the total estimated funded debt 
of public utility companies is held by 
life insurance companies, according to 
a survey made by the utilities securities 
firm of Wood, Struthers & Co. of this 
city. The tabulations cover the compa- 
nies of the Association of Life Insurance 
Presidents. 

Of the $10,404,000,000 total estimated 
public utilities bonds outstanding, 
$1,680,000,000 is held by life companies. 
This amount includes an increase during 
the last two years of $360,774,000. Life 
companies invested nearly twice as 
much in public utilities in 1930 as in 
1929. 

Of the total increase in admitted 
assets in 1930, public utility holdings 
accounted for 18.27 percent, whereas 
the figure for 1929 was 9.13 percent in- 
crease. Of the total amount invested 
in bonds and stocks in 1930, 43 percent 
went into public utility securities as 
against a percentage of 29.43 for 1929. 


Write The National Underwriter, Loan 
cinnati, for “The Value of Knowing,” 
free booklet on property insurance. 




















A Few Policy 
Contracts 


Endowment at Age Sixty-Five. 
20 payment 
Centinuous Premiums 

Multiple Option (Coupon Pol- 
icy). 

Central Life Select Risk Or- 
dinary Life 

Modified Ordinary Life. 

Modified Term Expectancy. 

Continuous Monthly Instalment. 

Guaranteed Retirement Income 
at ages 55-60-65. 

Juvenile Twenty Pay Endow- 
ment at Age Eighty-five. 

Juvenile Endowments maturing 
at any specified ages between 
sixteen and twenty-one. 

Five Year Term With Automatic 
Conversion to Ordinary Life. 
All regular Policy forms written 
in addition to above special 

policies. 


Location 

The Home Office of the Central 
Life is located in the Central Life 
Building at 720 North Michigan 
Avenue, Chicago, occupying five 
floors of a sixteen story building 
owned without incumbrance by 
the Company. 


Our Central location enables us 
to serve promptly all territories. 


Affiliations 

OUR PROGRESSIVENESS is 
manifested through our active 
participation with co-operative 
groups interested in the modern 
trend of Life Insurance. The 
Company or its officers are mem- 
bers of the following: 
Life Presidents’ Association 
Life Insurance Sales Research 

Bureau 
Life Agency Officers Association 
American Life Convention 

a. Medical Section 

b. Legal Section 

c. Office Management Section 
American Institute of Actuaries 
Actuarial Society of America 
Associatien of Life Underwriters 
Life Office Methods Association 
Life Office Management 

Association 


Clubs and Contests 
The One Hundred Thousand 
Dollar Club—the Aristocracy of 
the Central Life. 


The Marathon Club—The App- 
a-Week Producers of the Com- 
pany. The Company believes in 
occasional Contests so arranged 
that large and small producers 
alike can win. 











CENTRAL LIFE 
INSURANCE 
COMPANY 
OF ILLINOIS 


CHICAGO 


o o& © 


ALFRED MacARTHUR 
R. E. IRISH : 


President 
Vice President 


HE Central Life Insurance Company 

is agency-minded. Aggressive field 
trained executives with years of actual 
experience behind them direct this 
twenty -two- year-old organization. 


The remarkable strides in growth taken 
by this Old Line Legal Reserve Company 
are attributed largely to the harmony 
existing between the Home Office and 
the field. 


oO o © 








Underwriting 
Facilities 
Participating Life Insurance. 
Non-Participating Life Insur- 
ance. 


Annuities—immediate and de- 
ferred. . 

All Non-Participating policies 
participate when paid up. 

A broad selection of policy con- 
tracts. 


Policy contracts free from restric- 
tions. 

Policy contracts free from tech- 
nicalities. 

Cash value available at the end of 
second year. 

Automatic premium loan privi- 
lege keeps business in force. 

Juvenile policies. 
Issued from birth. 
Full benefits at age five. 
Settlement options unbeatable. 


Age limits one day to sixty-five. 


Non-Medical business up to three 
thousand dollars. 


Excess interest paid on funds left 
with the company. 


Agency Contract 


Liberal First Year Commissions. 

Non-forfeitable renewals. 

All contracts direct with com- 
pany. 

Home Office Agency. 

Service Department. 


You Can Meet Com- 
petition With These 
Strong Contracts 


Special Select Risk, 

Ordinary Life Non-Participating 
Rate Age 35—19.71 

Modified Term Expectancy 
Rate Age 35—14.03 

A special 31 year term policy 

with cash, loan, paid-up and ex- 

tended insurance values, conver- 

sion privilege without examina- 

tion within 26 years. 


Educational 
Department 


A thorough training course for 
the new man. 

Group meetings held at intervals 
at the various Agencies. 

Definite training for Agency 
Managers. 
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Openings for 

INDIVIDUAL PRODUCERS 
In the 

PAN-AMERICAN’S 

Field Offices 
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PAN-AMERICAN 
AGENT'S 
TOOL KIT: 


—o— 
MODERN POLICIES 
Including 
The Family Protection Contract 
Life Expectancy Insurance 
The Original ''5-Point Victory" 
—o—' 
GROUP 
Wholesale 
Salary Deduction 


Insurance 
—o— 
Substandard 


—p=—— 


Home Office Helps 
—=— 


Prospect Systems 


CRAWFORD H. ELLIS 


President 





PAN-AMERICAN 


In Texas, Oklahoma, Arkansas and Mississippi, as in its home 
state of Louisiana and the twenty other states comprising its 
domestic territory, the Pan-American has established branches 
and field managers’ offices to assist in training individual repre- 


sentatives and to aid in their production. 


The Pan-American's program for this year is to develop man- 
agerial material from its organization of individual producers. 
Its policy is to promote men of proven worth to responsible field 
positions. Every individual producer has the opportunity to be- 


come a manager in his own right with this company. 


Life agents not under contract at present may secure full in- 
formation about agency contracts of the Pan-American by com- 


municating with the nearest field office or by writing 


TED M. SIMMONS 
Manager United States Agencies 





E. G. SIMMONS 


Vice-Pres. and General Manager 












